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First Policy Issued 
In September 1851 


On its Eightieth Anniversary, the Phoenix Mutual Life Insurance Company of Hartford, 
Connecticut, re-affirms its belief in the simple, logical principles upon which its pro- 
gress has been built. Each passing year has deepened ‘the conviction that (1) adequate 
service to the public cam be accomplished only through men carefully selected and 
thoroughly trained, and (2)that such representatives will uphold the high standards 
of the Company and make the greatest contribution to the welfare of its policyholders. 


The Phoenix Mutual*will continue to build its field organization of carefully selected 
and thoroughly trained men. It will continue to support them liberally with advertising 
and other selling aids. Its purpose is to enable them to enjoy the generous rewards 


made possible by quality business and the most efficient use of time. 


That is why Phoenix Mutual service will always be attrac- 
tive to business men of outstanding ability and discernment. 
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Broad Picture of 
Business Offered 


Timely Comment and Informative 
Surveys at Life Presidents’ 
Meeting 


SELF-RELIANCE THEME 


Comprehensive Background of Long 


Experience Behind Speakers at 
New York Sessions 


Valuable contributions to insurance 
thought are promised in the life insur- 
ance addresses on the silver anniversary 
program of the Association of Life In- 
surance Presidents at the New York 
meeting Dec. 10-11. 

Among the speakers will be a _ vet- 
eran executive with long field experi- 
ence, two presidents skilled in financial 


administration, three attorneys who 
are also executives and two actuaries 
now life company presidents. Their 


views will be supplemented by reports 
on surveys now being conducted by the 
association. 

These will cover the year’s volume of 
new protection sold, aggregate insurance 
in force, disbursements to beneficiaries 
and policyholders, investment trends, 
progress of the United States insurance- 
wise as compared with the rest of the 
world, and a 25-year survey of legisla- 
tive proposals considered by various 
states and congress. 


Explain “Minnesota Plan” 


Of great interest because of the large 
amount of assets invested in farm loans, 
will be the address of C. F. Collisson, 
farm editor “Minneapolis Tribune,” who 
will analyze results of widespread ex- 
periments throughout the northwest 
which are said to have been unusually 
successful in increasing farm income, 
and have come to be known as the 
“Minnesota plan” for increasing farm 
income. 

Life company executives from all 
parts of the United States and Canada 
will attend the meeting at the Hotel 
Astor. Last-minute developments in con- 
nection with the numerous important 
questions being discussed in the business 
will be considered in the talks. 


Had Wide Experience 


Alfred Hurrell, vice-president and gen- 
eral counsel Prudential, known as a 
forceful and logical speaker with a lib- 
eral outlook guided by sound judgment, 
will discuss “Self-Reliance—The Under- 
writer of Democracy.” He has for 
many years been a close student of 
public affairs and will bring to the con- 
vention observations from active par- 
ticipation in public life, and also as an 
executive of a business concerned with 
its relations with government. 

After active law practice he became 
counsel of the New York insurance de- 
partment in the period following enact- 
(CONTINUED ON PAGE 8) 





Prudential Is Also Quitting 





Notifies Field Force Disability Income Will be Discon- 
tinued Jan. 1—Restrict Waiver Form—Other 


Companies Take 


Important Action 





The Prudential has notified its field 
force that it is discontinuing issuance of 
ordinary policies with income disability 
benefits after Jan. 1, 1932. No applica- 
tions for policies with these benefits will 
be considered unless they are written 
and the medical examination made prior 
to that date. 

The announcement continues: “Ordi- 
nary policies with provisions for waiver 
of premiums on account of total and 
permanent disability will continue to be 
issued after Jan. 1, 1932, as heretofore, 
except that a period of six months of 
total disability will be required to entitle 
the insured to the benefits, instead of 
the four months period now provided. 


Clause Is Eliminated 


“Intermediate policies will continue to 
be issued after Jan. 1, 1932, with the 
disability provisions as now provided, 
except that the four months qualifying 
period will be increased to six months 
and that the clause headed ‘recognized 
disabilities‘ will be eliminated. 

“The decision to discontinue the issu- 
ance of policies with disability income 
was taken because of the unsatisfactory 
experience we have had with this busi- 
ness. The situation was such as to de- 
mand drastic action; either greatly in- 
creased premiums and restrictions so as 
to make the benefits practically unsal- 
able, or else discontinuance, which we 
believe to be the best solution. 

Appeals for Caution 

“We are giving you this notice in 
order that you may inform prospects 
with whom you have discussed disability 
income and waiver of premium pro- 
visions. We feel that we can depend 
upon you to protect us from the kind of 
selection that has made it necessary for 
us to discontinue or to change the pol- 
icy provisions deferred to.” 

Equitable’s Changes 


The Equitable Life of Iowa through 
R. G. Hunter, second vice-president and 
actuary, announces to the field it will re- 
tain disability income in modified form. 
The income benefit will be $5 per $1,000 
instead of $10 as heretofore. Age be- 
fore which disability must occur will be 
55 instead of 60, but if policy is written 
with waiver of premium only, the age 
before which disability must occur will 


be 60 as heretofore. Waiting periods 
will be extended from four to six 
months. 

Only waiver of premium will be 
granted to self-supporting single women 
and will cease upon marriage. Rates 
one and a half those for men. Age be- 


fore which disability must occur is 55. 
Disability income benefits will not be 
granted to exceed 50 percent of appli- 
cant’s earned income, taking the average 
for the last three years. 

There will be a material increase in 
the rate scale, all the changes going into 
effect on or before Feb. 1, 1932. The 
company, however, is putting into ef- 


fect Dec. 1 certain changes in its rules 
governing the disability benefit: The 
maximum amount which it will issue is 
$250 monthly and in no case will it issue 


disability where the aggregate amount 
carried in all companies exceeds $500 a 
month. Disability income will be dis- 


continued on women and waiver of pre- 
mium will be issued thereafter only 

The disability income also will be 
discontinued on the ten year term pol- 
icy and the company will issue waiver 
of premium only on five and ten year 
term. 

American National's Action 


The American National of St. Louis 
has discontinued the disability income 
benefit, the change being made effective 
Nov. 1, but continues to issue waiver of 


premium. 

The Southeastern Life has made a 
number of important changes which 
were effective Nov. 14. Rates for wai- 


ver and disability income are being in- 
creased 50 percent. Disability will not 
be issued on women. However, it will 
consider issuing waiver of premium to 
unmarried women who are self support- 
ing. The maximum age at issue for 
disability income is 50 and for waiver 


The Aid Association for Lutherans, 
Appleton, Wis., is continuing to write 
disability on the old basis. 


Federal Reserve's Move 


Income disability will not be issued 
to women by the Federal Reserve Life 
The rule became effective Nov. 15. All 
male applicants desiring income disabil- 


ity must be medically examined with 
urinanalysis by the home office exami- 
ner. 

Premium waiver will be issued as 


heretofore to selected, single, self-sup- 
porting women under 45, at 1% times 
standard rates. It will not be issued 
to married or dependent women, those 
working at home, or in occupations of 
an industrial or domestic nature. The 
benefit terminates when the female 
policyholder reaches age 50 or marries 

Premium waiver will be issued to both 
men and women subject to these and 
the same non-medical rules as hereto- 
fore. Income disability will not be 
added to policies of less than $2,000 face 
value. 


Ne Desire te Withdraw 


It is not the intention nor the desire 
of the Federal Reserve to withdraw 
from the disability field. It feels there 
is a legitimate need for this type of pro- 
tection and that a valuable service can 
be rendered the insuring public by issu- 
ing the coverage within suitable limits 
in connection with life. It is to preserve 
the proper character of the disability 
benefit and prevent its entire elimina- 
tion that the company is taking these 
steps to limit the benefit to those en- 
titled to its protection. 





The Girard Life is to discontinue dis- 





Education Work 
Now Uppermost 


Hard Times Place Extra Emphasis 
on Need for Trained 
Agents 


RESULTS NOT UNIFORM 


Courses Found to Be Most Beneficial 
Among Younger Salesmen— 
Veteran a Problem 


NEW YORK, Nov. 19.—Depressed 
business conditions are showing up 
rather convincingly the value of educa- 


In general, 
the best 
showings in comparison with last year 


tional activities for agents 


agencies which have made 


are those with aggressive educational 
programs. 

One of the largest general agencies 
here has a program of courses for its 


full-time men that looks like a university 


Others have more or 
well correlated 


extension bulletin 
less elaborate and 
tems of instruction. 


SVs 


Geod New York Courses 


The New York agent is peculiarly fa 
vored by access to the insurance courses 
offered by universities here. Probably 
the most popular one among life men is 
that of New York university, under di- 
rection of Prof. J. E. Bragg. It is closely 
affiliated with the Life Underwriters 
Association of New York City. 

The popularity these university 
courses and their demonstrable value in 
boosting an agent’s production has un- 
doubtedly gone far to make general 
agents here realize the value of educa- 
tional work in the agency itself 

The success of educational endeavor 
is not uniform among all groups of 
agents, however. As might be predicted, 


of 


it has better results among younger 
agents. This has been due somewhat to 
the fact that courses have been prin- 


cipally designed for newer men. Lately 
the problem of keeping the established 
agent’s production up has been recog- 
nized as a field in itself. 

Attack Veteran's Problem 


It is beginning to get the attention it 
deserves or perhaps it would be more 
correct to say that since it has been 
shown that much can be done along this 
line general agents are attacking the 
established agent's problems more ag- 
gressively and hopefully 

One of the big troubles of the veteran 
agent just now is that he is working so 
hard to keep his business from going off 
the books via the lapse route that he has 


too little time to give justice to the 
(CONTINUED ON PAGE 22) 

ability income after Dec. 3, and waiver 

of premium will be issued with six 


months waiting period at an increased 
premium. 
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Seek Policy Loans 


More Than Before 


Companies Find That Demands 


Continue Without Any 
Abatement 


CALL FOR LARGE AMOUNTS 


Current Funds for the Most Part Are 


Absorbed in Taking Care of 
Situation 


Policy loans and surrenders continue 
without any abatement; in fact, Septem- 
ber, October and so far in November 
the record is darker than it was in pre- 
vious months. There has been a perfect 
avalanche of demands on life companies. 
Wherever banks have suspended the 
situation locally has been more acute. 
People who could not get at their funds 
or who were crippled by not being able 
to make collections from creditors have 
sought their life companies for relief. 
Hundreds of people who regarded their 
life policy as a sinking fund for emer- 
gency have held off from borrowing un- 
til it became necessary to do this. 

Banks in State of Panic 

Owing to new low levels in the stock 
market and banks demanding further 
collateral where loans were up, borrow- 
ers have had to seek money on their 
life policies and in numerous cases the 
bankers undoubtedly have suggested it. 
The banks themselves are in a state of 
panic. They are taking no chances and 
are building up their fortifications in 
every possible way. They are endeavor- 


ing to make their holdings as liquid as | 


possible in case of a run. Therefore 
they are squeezing borrowers and de 
manding additional collateral or reduc- 
tion of loans. 

Big Increase in Policy Loans 


Life companies will show probably 
three times as large an amount of policy 
loans or even more in their assets at the 
end of this year in comparison with 
normal years. Many companies have 
been able to meet their loans and sur- 
renders out of current income. Others 
have had to borrow or sell securities. 
In either event the percentage of policy 
loans to assets is far above normal. 
Companies realize that the lapse ratio 
will be terrific on these loaned policies. 
The ratio will be much higher than in 
ordinary times because the borrowers 
for the most part have not the resources” 
to repay policy loans. 

Conditions being as they are, com- 
panies naturally have not the money to 
put into new investments, as their cur- 
rent income is pretty much used to meet 
extraordinary demands. The investment 
end of a company today presents more 
vital problems than any other. Finan- 
cial officers are put to it to know just 
how to invest sums and how to arrange 
one’s financial set up in view of the 
continued demand for policy loans and 
surrenders. 

More Money in Banks 


Most companies therefore are obliged 
to keep a larger percentage of cash in 
banks than formerly. At times when 
companies felt that the demand was 
subsiding and they began to cut down 
their bank balance there would be a 
sudden revival of loan demands and the 
onslaught would be greater than ever. 
The general plan being followed is 


therefore to keep on hand more than 
an ordinary amount of cash in banks. 
Bolstering up the cash therefore is a 
certain volume of quite liquid assets 





Great-West Strengthens 
Its Ontario Organizatior 


Insurance Days Are Held in 











D. 0. HUBBELL 
Toronto Manager 


Important changes affecting the of- 
fices in five large Ontario cities are 
being made by the Great-West Life of 
Winnipeg in carrying through its policy 
of expansion and reorganization. Under 
the new setup Ottawa, Hamilton, Lon- 
don and Windsor, nreviously district 
offices, will now operate as complete 
branches. 
The work of all these offices will be- 
come increasingly important and on this 
account the various district managers 
have been promoted to the posts of 
branch managers, while in Toronto, D. 
O. Hubbell, formerly an assistant man- 
ager, now becomes branch manager for 
Toronto. 
T. M. Taylor, formerly manager of 
the Ontario branch, becomes supervisor 
of the newly constituted Ontario agen- 
cies. 

The contact between the home office 
and its agencies in the east is main- 
tained through C. Butler, superin- 
tendent of all eastern agencies, who is 
now considering further changes 
throughout his whole territory. 

These changes, according to H. W. 
Manning, assistant general manager, 
will greatly strengthen the Great-West’s 
organization in eastern Canada. 








class bonds. Then further they are mak- 
ing loans both on city and farm prop- 
erty but are very exacting as to values. 
Companies are confronted with con- 
siderably reduced interest returns be- 
cause of defaults and the purchase of 
securities that are not yielding as much 
as others in the past. Many companies 
are forced to study the conservation of 
their resources in a way that they never 
have had before. Companies sincerely 
hoped that the severe attacks on their 
citadels in the way of policy loans and 
surrenders would decline ere this. Some 
companies find that September and Oc- 
tober were the worst months in this re- 
spect that they have had. 


Push Detroit Company Association 


DETROIT, Nov. 19.—The movement 
to form an organization of executives of 
Detroit companies, suggested at the 
banquet given by the stock companies 
for Commissioner Livingston two weeks 
ago, has been discussed widely among 
insurance men of the city since. It 
seems probable that George K. March, 
president Detroit National Fire, and L. 
J. Treanor, vice-president Michigan Life, 
who were instrumental in organizing the 
banquet for the commissioner, will again 
take the initiative in order to bring the 


STORER .MAKES IMPRESSION 





Commissioner King of South Carolina 
and Nationally Known Insurance 
Men on Program 





CHARLOTTE, N. C., Nov. 19.— 
Geared for a new period of prosperity, 
insurance men from North and South 
Carolina held their “Insurance Days” 
here. A fine impression was made by 
the address of President Elbert Storer 
of the National Association of Life 
Underwriters, on insurance opportuni- 
ties developed by the depression. 

The idea of insurance as an invest- 
ment, he said, has gained remarkably 
with the American public in recent 
months. The insurance buying citizen 
has learned that adequate insurance is 
not only a protection to his estate, but 
is also a means of developing quick as- 
sets in time of financial stress. It is an 
opportunity which insurance men should 
not neglect, he said. 

Nearly 500 persons attended the 
gathering, which was held under the 
auspices of the North Carolina Insur- 
ance Federation, of which P. R. Cross, 
of Raleigh, is president. C. O. Krester, 
of the Charlotte chamber of commerce, 
was in charge of local arrangements, co- 
operating with the Charlotte Insurance 
Exchange and Charlotte Association of 
Life Underwriters, the local hosts. 
Merle Thorpe, editor “Nation’s Busi- 
ness,” scheduled as principal banquet 
speaker, was unable to attend. Dr. D. 
W. Daniel, of Clemson College of South 
Carolina, was toastmaster. 
Speakers and notable guests on the 
program were: J. L. Case, past president 
National Association of Insurance 
Agents, Norwich, Conn.; J. A. Beha, 
manager National Bureau of Casualty 
& Surety Underwriters, New York; E. 
C. Stone, head of the Employers group, 
Boston; H. S. Ives, special counsel As- 
sociation of Casualty & Surety execu- 
tives, New York; Oliver Thurman, vice- 
president Mutual Benefit, Newark and 
Commissioner Sam B. King of South 
Carolina. 

The North Carolina Insurance Fed- 
eration held its annual meeting. 


Form Pittsburgh Chapter 


The Pittsburgh chapter of the C. L. 
U. has been organized with the follow- 
ing officers: President, Frank C. Wig- 
ginton, general agent State Mutual Life; 
vice-president, John E. Davis, Massa- 
chusetts Mutual, and secretary-treasurer, 
Miss Hazel T. Brumbaugh, Equitable 
Life of New York. 





Ten Percent Decline in 
October New Business 


NEW YORK, Nov. 19.—New life in- 
surance production last month was 10.6 
percent less than in October, 1930, ac- 
cording to the Life Presidents Associa- 
tion. This is a relatively better showing 
than in September when the volume of 
new business was off 19.5 percent. The 
first ten months’ total is 13 percent be- 
low last year’s. October new business 
totaled $817,858,000 against $914,860,000 
in October, 1930. New ordinary was 
$563,423,000 against $619,529,000, a de- 
crease of 9.1 percent; industrial, $213,- 
931,000 against $243,779,000, a decrease 
of 12.2 percent; group, $40,504,000 
against $51,552,000, a decrease of 21.4 
percent. 

For the first ten months new ordinary 
amounted to $6,149,788,000 against $7,- 
171,608,000, a 14.2 percent decrease; in- 
dustrial, $2,305,048,000 against $2,413,- 
845,000, a 4.5 percent decrease and 
group, $666,364,000 against $902,304,000, 








Charlotte, N. C., This Week 


Greater Optimism 
Now Discernible 


Marked Improvement in Septem. 
ber and October Heartens 
Field Men 


BEGIN TO SEE DAYLIGHT 


Final Months of Year Expected to Be 
Good, if Only Because of Sea- 
sonal Stimulus 


Whatever the cause, seasonal or 
otherwise, business conditions are show- 
ing a very decided uptrend. Not only 
is there a great general increase in writ- 
ten business, but almost all agencies 
queried report paid business in Septem- 
ber and October either equal to or 
greater than the same months last year. 

One well established agency of a 

large old eastern company at Chicago 
reports 100 per cent increase in paid dur- 
ing October. The central department 
of one great eastern company has been 
fighting hard for normal production this 
year, was only a very few thousands 
off in September and showed an increase 
in October. 
Miraculously, there seems to be plenty 
of money at large for the agents who 
know how to go about getting it. Many 
agencies report about a normal percent- 
age of cash with application. There 
has, of course, been an awakening of in- 
terest in life insurance as an investment 
due to the uncertainty of placing money 
in other securities, and this may account 
for the excellent recent experience in 
getting cash. The money has been 
stored for safekeeping in savings de- 
posits or safe deposit boxes, and now 
the public is beginning to breathe a lit- 
tle easier, is coming out of the cyclone 
cellar and beginning to look around 
again for good investments. 


Strong With the Public 


It is too much to hope that life insur- 
ance will hold its favored position in 
this respect indefinitely. Many people 
are becoming convinced that the depres- 
sion is about over and that now is the 
best time to buy fine securities at rock 
bottom prices. 

_ Undoubtedly as this idea grows, life 
insurance will return in the public mind 
more to its main sphere of protection. 
Many managers believe that now is the 
time to skim the cream of the business 
based on the investment urge. It is 
probably true, however, that the idea of 
life insurance as an investment will re- 
main much stronger in the public mind 
as a result of the experience of the last 
two years than ever. 

The optimism in life offices now gives 
assurance of two good final months in 
1931. In the past, general agents and 
managers have used every artifice to 
hearten morale of agents. But merely 
closing one’s eyes to the depression 
proved insufficient, and the same was 
true of the argument that more calls 
had to be made and more hours worked. 


Depressed by Alibis 


It has been a disheartening period 
for the man on the street. Younger 
agents taken on during the depression 
period were fired by these arguments 
and went out and accomplished the im- 
possible. Older agents took to heart the 
pleas and alibis of their clients and be- 
came depressed. 

Many managers and general agents 
even while they were assuring their 
agents that increased efforts would 
overcome the effects of the depression, 
in their hearts were not at all convinced 
of this. In many instances they had 











that can be sold in an emergency. Back 
of this companies are investing in high 


stock companies here into a permanent 
association. 


a decrease of 26.1 percent. 





(CONTINUED ON PAGE 22) 
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New Proposal for 
Tennessee Given 
Insurance Commissioner Outlines 


Plan for Raising Standard 
of Agents 





NEW QUALIFICATION RULE 


Regulations Are Presented Which Will 
Bring About Prompter Payment 
of Balances to Companies 





Insurance Commissioner J. I. Reece 
of Tennessee in his talk before the meet- 
ing of the Tennessee Association of In- 
surance Agents at Knoxville outlined a 
new program that he will put into effect 
Jan. 1 for qualification of agents. There 
is no detailed agents’ qualification law in 
Tennessee but Commissioner Reece de- 
clares that the law states sufficient quali- 
fications in principle and gives the com- 
missioner sufficient scope of authority 
in making detailed regulations to enable 
his office and the agents in cooperation 
to establish satisfactory standards. So 
far as fire insurance is concerned he said 
that the loss record is already strained 


to the limit by the condition of the 
times. Part of it is due to incompetent 
agents. If the agency force is composed 


of men below the average of intelligence 
he said that companies will get applica- 
tions for insurance on the same type of 
people. There will be a comparatively 
large number of bad moral and physical 
risks. 
Business Is More Complex 

He said that the insurance business 
year by year is becoming more complex 
and technical. The public is entitled to 
the services of competent agents. Com- 
panies he held are seeking agents of the 
highest type. The time has passed in 
his opinion when a man with just a little 
knowledge of insurance who is ill adapted 
to the work may be employed as an 
agent and not impose himself on the 
public. He said that the insurance de- 
partment should offer its cooperation in 
establishing an adequate and proper 
agents’ qualification. 

Commissioner Reece the 


said that 





Agency Qualification Affidavit 
to Be Used in Tennessee 











AFFIDAVIT 


To the Commissioner of Insurance and 
Banking of the State of Tennessee 


The undersigned hereby applies for a 
license to act as an insurance agent and 
submits in his own handwriting the fol- 
lowing statements and answers to the 
questions contained herein: 

1. Name. Age. 

2. Mailing address—Business tesi- 
dence. 

3. Present occupation? 

4. Record of occupation past five 


years: 
Date of employment—from, to 
Nature of work? 
By whom employed? 
Reasons for leaving? 
5. Have you ever been in business for 


self? If so, what business? When? 
Where? 
6. Have you ever been arrested or 


convicted of a crime or misdemeanor? 
If so, give details. 

7. Have you ever been licensed in 
this state to write any form of insur- 
ance? If so, when? Name all companies 

8. Have you ever been licensed in any 
other state to write any form of insur- 
ance? If so, when? Names of states? 
Name three companies. 

9. Have you ever had a 
fused or revoked by this or 
insurance department? 


license 
any 


re- 
other 


Question as to Indebtedness 


10. Were indebted 
any 


un- 


you or are you 
other than for current accounts to 
company or agency for premiums 
paid? If so, give details. 

11. Are you indebted to any insur- 
ance company, insurance agency or to 
any general agent or manager in a per- 
sonal way, or is there any dispute with 
reference to your accounts? 

12. Will you devote your entire time 
to the insurance business? If not, what 
part thereof? If part time, do you in- 
tend to devote full time in the future? 
When? Other kinds of business or work 
to be carried on? Approximate annual 
income or compensation to yourself from 
any other business or work? 

[Note: It is the intention of this 
department not to license or relicense 
any agent for less than half time (or 
contemplated half time) in cities from 
5,000 to 25,000 population; for less than 
full time (or contemplated full time); in 
cities over 25,000; and not to license any 
part-time agent whose other business or 
connection is not compatible with the in- 
surance business, nor any agent who is 
“planted” in other connections not com- 
patible with the insurance business or 
not conducive to ethical insurance prac- 
tices and standards of fair competition, 
all in the discretion of the commis- 
sioner.] 





(CONTINUED ON PAGE 11) 


13. If engaged in or associated gar 


affiliated with other business, will 
adhere to the standard that not more 
than 12% percent of the protection which 
you place for the year shall be for your- 
self, your employer, and your business 
associates or affiliates (all combined) 
and that not more than 20 percent be 
for any particular case, unless by spe- 
cial permission due to the nature of the 
case? 


you 


Familiarity With Laws 
14 Are you familiar with the laws of 
Tennessee as they apply to insurance? 
15 Define rebating (on reverse 
16. Define “twisting” on (reverse 


side) 


side). What is the penalty of this de- 
partment for twisting? 
17. Do you understand that it is ille- 


gal to misrepresent policy conditions or 
misrepresent the standing of companies? 

18. Do you understand that it is ille- 
gal to pay any person, or share commis- 
sions with a policyholder or 
person who is not a licensed 
broker? 

19. Do you understand that insurance 
can only be solicited or written for the 
company which has obtained for you a 
“certificate of authority” in addition to 
your privilege license? 

20 Do you understand 
company desiring to 
in Tennessee must be licensed annually 
by the insurance department? 

21 Do you understand that the “nets” 


any other 
insurance 


that every 
transact business 


on all policies are the property of the 
company carrying the risk and are only 
held in trust by the agent as a means 
of protecting the policyholder until re- 
mittance can be made under the terms 
of agent's contract? 
Must Have Office Facilities 
22. If a license is granted to you, 


where will your office be located? 


(Note: License will not be issued to 
agents without office, or office connec- 
tion making possible, in the judgment 
of the commissioner, a satisfactory serv- 
ice to policyholders.) 

23. Give name of manager or other 
agency head under whom you will be 


employed? 


24. Were you assisted in making an- 


swers to these questions? If so, by 
whom? 

25. *License to be issued to the mem- 
bers of the firm of Comprising the fol 


lowing persons. 

Signature of Applicant 
Signed and made oath to by applicant 

before me this.. day of - 


Notary Public 





*Each partner must make application 
on blank like this for license for a firm, 
making as many applications as there 


are partners, and if a corporation, as 





many as there are stockholders or bene- 
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Missouri State 
Now in Deadlock 


Directors Are Paired in the 
Effort to Control the 
Company 


BIG PROXY FIGHT 


IS ON 


Administration Is Being Opposed by 
the Inter Southern Life and 
Theobald Felss 


between 
the 


rhe fight two 


factions of 


engendered 
directors of Missouri 


State Life to gain control may not come 
to a head before the annual meeting in 
January, although the monthly meeting 
will be held Friday of this week and the 
issue may At the pres 


ent time each side has six directors and 


come to a head 


an endeavor is being made to elect an 
Ihe 
the Inter-Southern Life ownership have 
had added to their contingent Theobald 
Felss, head of the Felss Flour Milling 
Company of Cincinnati, who states he is 
the oldest director in point of service 
and the largest individual stockholde 
next to the Inter-Southern Life. He has 
been a director for 24 years and owns 
22,000 shares. The Inter-Southern Life 
owns 147,900 shares. Mr. Felss declares 
that joining with him in the protective 
committee aside from the Inter-South 
ern Life are other stockholders owning 
more than 200,000 shares altogether 


other one. directors representing 


Trying to Form Voting Trust 


The directors headed by E. D. Nims 
of the Southwestern Bell Telephone 
Company of St. Louis, Chairman of the 
soard Frank O. Watts of the First Na 


tional Bank of St. Louis and President 
Hillsman Taylor are endeavoring to 
form a voting trust. Mr. Nims sent out 


and 
felss 


a letter containing a proxy voting 
trust agreement. Mr declares 
that this was sent out without authority 
from the board and does not 
the views of the majority Che pro 
posed voting trust would give control 
(CONTINUED ON PAGE 90) 
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the 


business 


ficiaries of 
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Richardson Pays Tribute 
to Life Insurance Business 





MARTIN TALKS ON TAXATION 
General Accident Executive Is Toast- 
master at Midyear Banquet of 
Pennsylvania Federation 





PHILADELPHIA, Nov. 19.—At the 
mid-year banquet of the Insurance Fed- 
eration of Pennsylvania, Frederick 
Richardson, United States manager of 
the General Accident, who acted as 
toastmaster, staged a surprise when, in 
a few extemporaneous remarks before 
introducing the first speaker of the eve- 
ning, State Treasurer Edward Martin, 
he spoke not of his beloved casualty 
business, but of life insurance. 

“The insurance business at the pres- 
ent time is the mainstay of the coun- 
try,” he said. He went on to say that 


policy loans have increased tremen- 
dously the last two years and now 
amount to something like $3,00u,000,- 


000. He mentioned the amounts being 
raised in various cities for unemploy- 
ment relief and pointed out that they 
are a mere drop in the bucket compared 
to this vast sum. 


Provide Tremendous Reservoir 


He declared that life insurance funds 
are a tremendous reservoir, especially 


designed to meet individual require- 
ments of parties to the fund, and 
proudly stated that no legislation is 


needed to effect relief from this fund. 
He also pointed out that between 3 and 
4 percent of the national income is being 
invested in life insurance. 

General Martin’s address, “Your Busi- 
ness and Mine,” was mainly a plea for 
greater public interest in government 
and a declaration for lower taxes. He 
said that taxes were not considered im- 
portant before the world war but today 
they would make a nice dividend. 

John J. Leary, Jr., special investigator 
of the United States Department of La- 
bor, who has just returned from an in- 
vestigation of unemployment insurance 
in England and Germany, in his talk on 
unemployment insurance stated that the 
system works badly and is economically 
unsound. He said that as a result of 
the dole, unemployment in England to- 





——_ __ 





Suit Is Filed on 
“Kin” Hubbard Policy 


Whether the Aetna Life is liable 
for payment of $20,000 under a life 
policy held by the late “Kin” 
Hubbard, known to newspaper 
readers as the creator of “Abe 
Martin” will be determined in a 
suit filed in Indianapolis, Monday. 
Mr. Hubbard bought a $20,000 life 
policy, Dec. 23, 1930, for which he 
agreed to pay the first year’s pre- 
mium of $1,350 on or before Jan. 
10, 1931, to P. W. Simpson, man- 
ager of the Aetna Life at Indian- 
apolis, the complaint averred. 
Hubbard was given a receipt for 
the premium payment, it is stated, 
and the policy was delivered to 
him dated in effect as of Dec. 23. 
Hubbard died Dec. 26. The com- 
pany has refused to pay under the 
policy, contending that it was not 
liable as the first year’s premium 
had not been paid, according to 
the complaint as filed. 














Prominent Speakers Address 
Kansas City Organization 





KANSAS CITY, MO., Nov. 19.—Ap- 
proximately thirty members attended 
the first fall meeting of the actuaries’ 
and medical directors’ organization here. 
W. P. Coler, secretary and actuary of 
the American Life Convention; and Leo 
S. Parker, manager of the American 
Service Bureau, were guests. 

Mr. Coler; J. B. Reynolds, president 
Kansas City Life and chairman of the 
association; W. T. Grant, president of 
the Business Men's Assurance, and 
Ralph H. Rice, Sr., president of the Na- 
tional Fidelity Life, spoke briefly. Dr. 
H. A. Baker, medical director of the 
Kansas City Life, presided. 

S. S. Withington, secretary and actu- 
ary of the Midland Life, has been ap- 
pointed acting secretary of the organiza- 
tion to fill out the unexpired term of 
J. C. Higdon, who resigned when he 
became vice-president of the Business 
Men’s Assurance. 








All books used for Chartered Life 
Underwriter degree sold by The National 





day has become a profession. 





Underwriter. 





Not All Companies Agree 
with Col. Dunham’s Position 





SAY LENIENCY IS DESIRABLE 





Declare that Unusual Conditions Should 
Be Dealt with in a Manner Com- 
porting with Times 





HARTFORD, Nov. 19. — Though 
many of the important insurance com- 
panies domiciled in this city are in 
accord with the decision of Commis- 
sioner Dunham to compel use of Dec. 31 
quotations in valuing securities in an- 
nual reports, there is far from being 
unanimity of opinion on the subject. 
Executives of some of the leading in- 
stitutions declare instead for the formula 
advocated by the executive committee 
of the National Convention of Insurance 
Commissioners, which recommends use 
of the June 30 values. Life men recall 
the ruling of the commissioners’ con- 
vention in 1919, in permitting securities 
to be valued on an amortized instead of 
a sale basis, was a distinct help to all 
companies and particularly to some of 
the small life offices, the mortality 
among whose policyholders that year 
was exceptionally heavy as a result of 
the flu epidemic. The very unusual 
condition then obtaining was recognized 
by the state officials and the wisdom of 
their action in allowing all companies a 
measure of leeway in valuing security 
holdings was fully justified by subse- 
quent history. 

This year it is not the mortality fea- 
ture of the business that is troubling the 
life offices, but rather the situation in 
the economic and financial fields. None 
the less some of the big company execu- 
tives here feel existing conditions call 
for special treatment and they are be- 
hind the insurance commissioners rather 
than with Commissioner Dunham in the 
valuation program. 


Principal Sum Restriction 
The Phoenix Indemnity has an- 
nounced that it will not participate in 
writing any accident risks carrying more 
than $50,000 principal sum. This ac- 
tion is in accord with the present trend 
toward much closer underwriting pf 





principal sum amounts. 

















A PESSIMIST’S HISTORY 
















OF THE UNITED STATES 








There were 


MONTPEL 


The population of the United States was 






t 


In IS 5 0 when the National was founded: 


30 states in the Union. 


122,775,046 


Colorado was mapped in the “Great American Desert.”’ 


I i... ssosiecniinmeisiaaeheiaieteitineaenten 29,963 
ee 3,375,329 

Railroad mileage of the nation was.....................:.::00000+ 9,031 
s « «6s aes 


Annual income of the federal government was......$43,592,889 


, * $4,179,900,000 

Deposits in banks werre...................cccsssccsssccssessseeees $153,017,725 
1930 . .  $53,468,139,000 

Life insurance in force was approximately.......... $100,000,000 
Jan. 1, 1931 . $113,669,731,828 


TAKE A LONG LOOK AND CHEER UP! 


National Life Insurance Co. 


IER 







23,191,876 


VERMONT 




























Reports on Reinstatement 
Work Are Not Encouraging 





ACTUARIES DISCUSS PROBLEy 





Better Results Obtained in Getting 
Policyholders to Repay Loans 
on Systematic Basis 





_Experiments in rewriting lapsed polj- 

cies and those which are about to lapse 
because of heavy indebtedness and jp 
getting borrowers systematically to 
make repayments have not been alto. 
gether encouraging, discussions at the 
mid-year meeting of the American Ip. 
stitute of Actuaries indicated. None of 
the speakers were enthusiastic about 
what their companies had accomplished 
in this direction, although some ex. 
pressed themselves as being more or less 
satisfied. 

R. H. Hohaus, Metropolitan, reported 
that his company had had little success 
in having policies reinstated although 
he said success had been obtained jn 
getting people to repay their loans. Oyt 
of 40,000 experimental letters seeking 
reinstatement, only 330 results were ob- 
tained, he said. 

The Metropolitan has a minimum of 
$5 for each payment in liquidating a 
loan. The agent is supposed to inter. 
view the policyholder and collect each 
payment. After three installment no- 
tices have been sent out and the agent 
reports there is little hope of obtaining 
the payment, the matter is dropped. 

Results of Circular 


Of persons circularized as to repay- 
ment of loans, Mr. Hohaus said that 61 
percent had signified an intention to 
make repayment and actually 35 per- 
cent of that number have taken steps 
to repay. Sixty-four percent elected to 
make repayment on the monthly plan; 
7 percent on the quarterly basis and 4 
percent annually. 

After unsatisfactory experience, F. B. 
Mead, Lincoln National, said that his 
company had ceased the practice of hav- 
ing agents revamp policies where fyll 
loans exist. 

H. W. Alstrom, Minnesota Mutual, 
seemed satisfied with the results his 
company had been having in getting 
people to repay their loans. The repay- 
ment agreement is now on a 4x6 card, 
which replaced a long form agreement 
in the Minnesota Mutual. The com- 
pany is getting 400 repayments a month 
now, although the number is falling off 
this year compared with last year. The 
Minnesota Mutual had 16,000 policy 
loans in force and Mr. Alstrom consid- 
ers 400 repayments a month as satis- 
factory. 


Successful with Redating 


W. H. Harrison, Bankers Reserve 
Life, said that his company has accom- 
plished much with redating. Seventy-five 
percent of the redated policies are re- 
newing on the anniversary following 
the reinstatement. 

Mr. Harrison declared that if the as- 
sured gets an unusually good deal on 
the reinstatement, there is nothing left 
for the agent. Results are not obtained 
unless agents get some special compen- 
sation. The case must be charged in 
some way with the compensation to the 
agent, he said. 

For a time the Bankers Reserve, he 
said, started by giving agents policies 
on which heavy loans existed, a week 
before the grace period expired. The 
agents were told what they could do 
with these policies. These contracts 
were sent out for a period of four 
months to the agencies and as a result 
$47,000 of insurance was rewritten. The 
practice was given up. 

Then the Bankers Reserve started to 
advise the agents that they could re- 
write the maximum loan cases when 
they were about to lapse and get the full 
first year commission less 10 percent. 








(CONTINUED ON PAGE 22) 
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Equitable of Iowa Makes 
Some Changes in Dividends 





BASED ON 4% PERCENT YIELD 





President Nollen Explains Action Is in 
Line With Downward Trend 
of Interest 





Readjustment of the Equitable of 
Iowa’s dividend scale commencing with 
1932 is announced by President H. S. 
Nollen. He explains that the present 
scale is based on an interest rate of 5 
percent, whereas the new scale will use 
4% percent as a factor. 

‘For several years the rate of interest 
available for high grade securities has 
declined, so that the rate earned by the 
company during 1930 was 4.9 percent, 
with no improvement in 1931 and no 
expectation of an increased rate for 
many years to come. 

The same rate of 4% percent for divi- 
dends on funds left with the company 
under options of settlement will be ap- 
plicable commencing in 1932, 


Security Is Paramount 


The mortality rate has shown an up- 
ward tendency in the last few years, and 
savings from mortality is an important 
factor in dividends paid to policyholders. 
Another feature seriously considered by 
the management, it is stated, is that of 
the advisability of maintaining unques- 
tioned security, or financial strength as 
judged from the standpoint of increasing 
surplus funds essential to a growing or 
progressive business. It is felt that abso- 
lute safety is the first requisite when it 
is considered that settlement under many 
existing contracts will extend half a 
century or more into the future. 


Highlights of New Scale 


The new dividend scale in abbreviated 
form is: 


20-Yr 

-Ord. Life—~ -—20 Pay—, —End.—, 
Pol. New Pol. New Pol. New 
Yr. Scale Yr Scale rr Scale 
-—Age 25—. -~—Age 25— -—Age 25—, 

--$ 5.24 -$ 5.58 ie g 
§.... 5.56 Deven Se Beses Se 
10 6.05 10 6.83 10 8.39 
Bivecs G08 cass Soe .see eae 
20.... 7.05 Beccee BST 20.... 11.53 
r-~—Age 40—, -—Age4i0—, -—Age 40—, 

so Soe Rasece Sone 1. 7.58 
5 7.36 Decvs Bae 5. 8.54 
10 8.10 10 8.84 10. 9.79 
15.. 9.04 Dense Se BBocee Beene 
30.... 9.85 Moces BAS 20.... 13.38 
r—Age 55— 7-—Age 55— -— Ake 55— 
1.... 10.65 ooo Bae Reese Bae 
S.... 11.53 Bssee Se 5. 12.05 
10.... 12.35 10 12.75 10. 13.00 
15.... 14.98 BB.cce Eee 15 14.97 
20.... 17.54 80.... 15.90 20.... 15.2 


Mr. Nollen’s Comment 


“The trend of economic conditions,” 
President Nollen comments, “particu- 
larly within the past two years, indicates 
that although at the present time choice 
investments can be bought on very fa- 
vorable terms, there will be a reaction 
which will bring strong competition for 
the choicest kind of securities rather 
than speculative investments. As a mat- 
ter of fact, this will have a bearing upon 
the income that may be reasonably ex- 
pected from the choicest kind of securi- 
ties. 

.“It is our opinion, therefore, that the 
kind of securities which the life insur- 
ance companies must select as a matter 
of safety will be in very large demand 
and the result will be a lower rate of 
return than it has heretofore been pos- 
sible to realize upon such investments. 
There has, in fact, in our own company 

nN a gradual reduction in interest re- 
turns on its investments for the past 
few years. - 

“We came to a point last year where 
the net return upon investments was 
actually less than the interest factor in 
our dividend scale, the net return being 
4.9 percent in 1930 and the interest fac- 
tor in the dividend scale being 5 percent. 

It is the opinion of the officers of our 
company, based on very careful consid- 





Millionaire Policyholder 
Not a Suicide—Coroner 


MILWAUKEE, Nov. 19.—Philip A. 








Koehring, millionaire policyholder, 
“came to his death from a gunshot 
wound inflicted by means unknown, 


according to a coroner’s verdict at 
Mauston, Wis., near where Mr. Koeh- 
ring was found dead from a shot from 
his own gun. 

Ray Jaekels, counsel for the Koehring 
interests, commenting on the verdict, 
declared that “we are prepared to put 
up a strong battle if there is refusal to 
pay any part of the $1,055,500 insur- 
ance.” 

It is said that there is in excess of 
$800,000 insurance which is non-con- 
testable. However, if the companies take 
the position that Mr. Koehring ended 
his life, they may protest the payment 
of $140,500 in accident insurance, $50,000 
in double indemnity and the $100,000 
life insurance written last September, 
carrying the usual suicide provision. 





eration, that the dividend scale should 
be based upon estimates which the com- 
pany feels quite safe it can realize and, 
therefore, seeing the reduction in inter- 
est returns and the probability of a 
similar trend within the future, it has 
been determined that we shall readjust 
our dividend scale so as to make the 
interest factor 4.5 percent instead of 5 
percent and this interest rate will also 
apply to supplementary contracts and 
dividends left at interest beginning Jan. 
1, 1932. 

“Of course, the present dividend scale 
will continue until March 1, 1932, and 
the new dividend scale will take effect 
on that date. Incidentally we have made 
a slight readjustment of the mortality 
factor on account of an upward trend in 


death loss ratios in recent years. This, 
however, is slight in effect. 
“Recent disturbances of the public 


mind concerning the stability of all finan- 
cial institutions also warrant the con- 
clusion that coincident with the demand 
for the highest grade of securities, there 
will be a very critical analysis of the 
strength and stability of every life in- 
surance company as well as other finan- 
cial institutions which appeal to the pub- 
lic for patronage. 


Larger Surplus Needed 


“To inspire confidence, it will be neces- 
sary for institutions to show a more 
ample surplus than heretofore as a safety 
fund against possible adverse condi- 
tions. 

“Regardless of the soundness of our 
company, therefore, we are convinced 
that the appeal to the public will be 
more effective in showing a substantial 
increase in the reserve and surplus funds 
rather than considering the current cost 
of the insurance, and to that end, we 
can assure you that from the best esti- 
mates that can now be made, our com- 
pany will have 2 very creditable finan- 
cial statement to make at the close of 
the year which will be convincing evi- 
dence of its stability and the high char- 
acter of its investments. 

“Even though there might be some 
depreciation on the basis of present ab- 
normally low values, the assets of the 
company will increase to a degree not 
only sufficient to cover the liabilities but 
to show a very considerable growth in 
the surplus funds—in other words, a 
mark of growing strength in time of 
stress. 

“This is a time to conserve rather than 
to distribute. Our experience during the 
influenza period and subsequent thereto 
warrants the soundness of our conclu- 
sions as above outlined. We believe that 
every thinking individual will commend 
our course of action and policy of ad- 
ministration.” 

Mr. Nollen adds, however, that save 
for the scale which is on the point of 
being reduced, the 1932 dividend scale 
will be the highest in the company’s his- 
tory. 


LIFE INSURANCE EDITION 


























“Support” 


Last week the Vice-President of an import- 
ant company wrote a letter to The National 
Underwriter regarding advertising, and among 
other things said: 


**Of course, I realize the value of the service 
that such publications as yours render the 
business, and for that reason I feel that we 
should give you a certain amount of support, 
which we try to do.”’ 


The National Underwriter does not need any 
**support’’, has not asked for it, and never will. 
It is engaged in a necessary and legitimate bus- 
iness enterprise. It is, in fact, operating the 
largest insurance publishing organization in 
the world. Its activities extend to every branch 
of insurance. Advertising is simply one of the 
business commodities it has to sell. 


If an insurance company should buy some 
bonds from an investment house, would there 
then be talk of its ‘“‘supporting’’ the invest- 
ment company? Is the insurance company 
which regularly buys typewriters, office space, 
letterheads, carbon paper, etc., “‘supporting”’ 
the firm from which these purchases are made? 


Certainly not. It is, instead, simply doing 
| business with them. Both the buyer and seller 
are pleased with and profit by the transactions. 


So it is with National Underwriter advertising. 
We offer it for sale because it has a definite, 
tangible and known value—not for any other 
reason. Buy it because it will build prestige 
and results for you. Buy it because it will help 

your men in the field to get new agents. Buy 


it for the good will it can create—the exact 


value of which cannot be measured, but should 
never be underestimated. Buy it because you 
need it; because the leading and most success- 
ful companies have found it to be of value and 
show no indications of changing their opinion 
regarding it. Buy it as a sound investment in 


| 
the future of your company, but don’t buy it 





to “support’’ us. Weare not rattling the tin 
cup. 





(Number 10 of a series devoted to the 
merits of National Underwriter advertising) 
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For Persistency Analysis 
on Individual Agent Basis 








AGENCY RECORD MISLEADING 





Hondorp Gives Views in Conservation 
Discussion of American Institute 
of Actuaries 





Inasmuch as the character of the in- 
dividual agent affects persistency of 
business, Peter Hondorp of the Central 
Life of Iowa suggested at the mid-year 
meeting of the American Institute of 
Actuaries that conservation analysis be 
on the basis of the individual agent 
rather than on the agency. 

One or two men in an agency, Mr. 
Hondorp pointed out, might so affect 
the results of the agency that a record 
of the agency as a whole might be mis- 
leading. For instance, one agent might 
be a big producer of term insurance, 
while the agency otherwise is normal. 
His lapse rate incorporated in the 
agency record would give a wrong im- 
pression. Consequently, Mr. Hondorp 
advocated furnishing information as to 
persistency to the agency manager on 
the individual agent rather than on the 
agency itself. 


Warning Is Issued 


Mr. Hondorp warned against too 
rigorous a use of statistics as to what 
classes of business, what occupation, 
ages, etc., produce the lowest lapse ratio. 
Insistence by agency supervisors that 
agents concentrate on persons in the 
classes showing the best persistency, is 
likely to be hurtful to some agents, par- 
ticularly those of mediocre ability. If 
the lessons of those statistics are applied 
to high class agents, the result should 
be helpful, however, he concluded. 

Occupational classification is the most 
important feature of persistency studies, 
Mr. Hondorp believes. Variations in 
lapse rate are more distinct as between 
occupations than as between ages, dif- 
ferent kinds of policies, etc. Mr. Hon- 
dorp’s remarks were in the nature of a 
discussion on the paper on conservation 
presented at the last meeting by P. C. 
Irwin of the Equitable of Iowa. 

Difference in lapse rate, according to 
the class of policies, is not particularly 
significant, Mr. Hondorp believes. 
There is no great difference except in 
term insurance, where, he said, the large 
lapse rate is offset to some extent by 
the large size of the policy. 


Many Interlocking Factors 


There are many interlocking factors, 
but the conclusion must be reached, ac- 
cording to Mr. Hondorp, that individ- 
ual selection of the agent is all impor- 
tant. 

John Larus of the Phoenix Mutual 
reported on an analysis which his conr- 
pany had conducted. The study showed 
that annual premium business is better 
than fractional premium from the per- 
sistency point of view. Furthermore, 
there is one-half the normal lapse ratio 
where a special settlement agreement is 
set up. The lapse ratio among new 
policies on old policyholders is two- 
thirds the lapse ratio on new policyhold- 
ers. The business on defunct policy- 
holders produces a lapse ratio double 
that of new business on old policy- 
holders. : 

The lapse rate is two-thirds of nor- 
mal, he said, where the first premium 
is paid for on the binding receipt. It is 
two-thirds of normal when the income 
of the assured is established as being 
$3,000 a year or more. He pointed out 
that persons of this income easily fall 
into other groups which produce favor- 
able loss ratios. 


Persistency as to Ages 


J. G. Parker, Imperial Life of Canada, 
said that the best persistency is at the 
very young ages, 10-20, and that the 
next best age group from the point of 
view of persistency is 35-50. 





Vice-Chairman 














Cc. D. DEVLIN, Toronto 


C. D. Devlin, general superintendent 
of agencies of the Confederation Life of 
Toronto, who was elected vice-chairman 
of the Association of Life Agency Of- 
ficers, also vice-chairman of the board 
of directors of the Life Insurance Sales 
Research Bureau, is a native of Mt. 
Pleasant, Ont. After graduating at the 
Collegiate Institute at Brantford in 1905, 
he joined the accountancy staff of the 
National Trans-Continental Railway at 
North Bay. Then he was made pur- 
chasing agent. In 1910 he entered life 
insurance work on a part time basis. In 
less than a year he had demonstrated his 
ability and was made district manager 
for northern Ontario for the Confedera- 
tion Life. Later he was made inspector in 
western and northern Ontario and then 
made superintendent of agencies for the 
entire province. In 1923 he became as- 
sistant superintendent of agencies for 








James F. Little, Prudential, president 


Canada and Newfoundland, becoming 
superintendent of agencies for the com- 
pany in 1928 and then general super- 
intendent in 1929. The Confederation 
Life has $400,000,000 insurance in force. 
It writes in Canada, Newfoundland, 
Great Britain, Ireland, Cuba, Mexico, 
British West Indies and Central Amer- 
ica. It is licensed in New York for re- 
insurance and it is predicted that it will 
extend its operations to the United 
States in due season. 








of the Institute, concluded the discus- 
sion on persistency. He pointed out the 
difference in the experience of the Pru- 
dential, which deals with many persons 
of small incomes who are not capable 
of saving large sums. He said that the 
Prudential has found that the quarterly 
premium basis is better from the point 
of view of persistency than the yearly 
premium for the smaller policyholders. 
He said that the Prudential has been 
attempting to improve the amount of in- 
surance carried by its clients, Poor 
people, he said, rarely carry the amount 
of insurance needed and the Prudential 
is trying to get across as many $5,000 
policies as possible. The yearly pre- 
mium is likely to be too large and he 
said the company acquiesces in the habit 
of the agents to sell the business on the 
quarterly basis rather than the yearly 
basis. It is reasonable, he said, to place 
$5,000 where $1,000 would ordinarily be 
placed. The effec: is that the company 
is able to have more insurance carried 
by permitting the agents to get the 
quarterly premium. 


National Fidelity Life 
The National Fidelity Life has changed 
all its life income settlement options in 
all policy contracts, reducing the amount 
payable slightly, and making a wider 
differentiation between sexes. 


Believe New Discount Plan 
Will Help Life Companies 


HOOVER PROPOSAL FAVORED 





Life Insurance Will Be Assisted Indi- 
rectly by President’s Effort to Re- 
lieve Banking Situation 





There is no question but that Presi- 
dent Hoover’s effort to relieve the bank- 
ing situation with reference to real 
estate mortgages and also to assist in 
stabilizing and strengthening railroad 
bonds is also of interest to insurance 
companies. The relief is intended for 
the banks, which hold frozen assets in 
the form of real estate mortgages, but 
insurance companies are also holders of 
vast quantities of real estate mortgages 
and the new discount plan will help the 
general situation. 


Life Companies Assisted Banks 


It is a well known fact that several 
life companies have been assisting banks 
in various sections which have found 
themselves caught with too large a pro- 
portion of non-liquid assets in the form 
of real estate mortgages. Not only 
President Hoover but other agencies are 
at work to make real estate mortgages 
more liquid in character. In Ohio At- 
torney-General Bettman has ruled that 
millions of dollars in liquid securities 
deposited to insure public funds in Ohio 
banks might be released and replaced by 
real estate mortgages bearing not more 
than 6 percent interest. Not long ago 
a movement was started to organize a 
great bank or financing corporation 
which would make it possible to secure 
money on real estate mortgages as 
readily as on any securities traded in on 
the New York Stock Exchange. While 
real estate mortgages are the basic 
security in this country and so generally 
regarded the fact that there has been 
no agency for trading in or establishing 
values on real estate securities similar to 
the various stock exchanges which make 
it easy to cash in on stocks and bonds 
has been a considerable drawback to 
banks, insurance companies and others 
that have invested heavily in real estate 
mortgages. 

Real Estate Mortgages Are Favorites 


Today, real estate mortgages are the 
favorite investments of life companies, 
yet owing to their non-liquidity, com- 
panies are constantly in fear that in case 
of unusual conditions arising, such as a 
great demand for cash under the cash 
surrender option, they might not be 
able to turn their real estate mortgages 
over fast enough to supply this demand 
and therefore they have been making 
considerable sacrifices to secure liquidity, 
such as purchasing government bonds 
at a high price and earning less than the 
required reserve interest. Thus it ap- 
pears that the plan for a real estate re- 
discount bank or financing corporation, 
where money could be borrowed on real 
estate mortgages as readily as any other 
good form of security, which was 
frowned upon in some quarters, would 
be a very good auxiliary to President 
Hoover’s plan for an _ organization 
modeled on the federal reserve system 
dealing with banks only. 


Little Value as Collateral 


In New York not long ago one of the 
officials of one of the great life com- 
panies made the remark that real estate 
mortgages and especially farm mort- 
gages would have very little value as 
collateral in the present New York 
money market. He ventured the opin- 
ion that should an attempt be made to 
borrow as small an amount as $25,000,- 
000 on $150,000,000 worth of farm mort- 
gages, the money could not be secured 
in New York. There are some life com- 
panies that have already made loans at 
the banks to take care of demands for 
loans and cash surrender va’ues and 
these companies are naturally the ones 
which have specialized in long term 





Most Leading Women 
Agents Are Married 


| 


More than 70 percent of the leadin 
women producers of the Lincoln Na. 
tional Life are married, a recent analysis 
shows. Although there are a number of 
very active and able single women yp. 
der contract, the greatest and most con. 
sistent volume comes from those who 
sign their names with the prefix “Mrs” 

In the list of leading producers of Paid 
business for October seven of the ten 
women leaders were married—either 
wives or widows. This proportion has 
held true month after month. The 
holders of first place in this list for the 
past four months have been: Mrs 
Florence Thompson, Little Rock, Ark: 
Mrs. F. L. Johns, Cleveland; Mrs, S, 4’ 
Murphy, Duluth, and Mrs. Helen B 
Hall, Akron, O. 
_ An interesting sidelight on the actiyj. 
ties of women in life insurance selling 
is the great amount of retirement jp. 
come business written by them in pro. 
portion to the men agents. Considering 
the number active in each group, the 
women far outstrip the men in the sale 
of these contracts. 














mortgages which are not immediately 
liquid. While President Hoover's proj. 
ect does not contemplate any direct as- 
sistance to life companies it might be 
of indirect value to them. For example, 
should a company need money it might 
go to its local bank and transfer to it 
mortgages on which the bank in turn 
might secure loans from the rediscount 
bank or corporation. 


Withdraw Depository Bonds 


As is well known, surety 

have withdrawn their bank 
bonds from numerous banks. It is now 
almost impossible to get a depository 
bond on ordinary small town banks, and 
even those in larger cities. The fact that 
municipalities invariably require a de- 
pository bond on any bank in which an 
official deposits public funds shows the 
difficulties to which banks are put. Ina 
recent case of a small bank in a mid- 
western city the city had on deposit 
$100,000 of its funds at the time that the 
surety company notified the bank that 
it could no longer carry its depository 
bonds. The bank was perfectly solvent, 
but its assets were largely in the form 
of mortgages which could not easily be 
rediscounted. To save the bank, its 
directors had actually to go out and raise 
$100,000 on the side so as to give the 
city back its money. Under Attorney- 
General Bettman’s ruling real estate 
mortgages will be accepted as a substi- 
tute for bonds, securities and surety 
bonds heretofore deposited as insurance 
against the loss of public money. In 
Cleveland alone the ruling that real 
estate mortgages may be used as secur- 
ity for municipal, county and _ school 
board deposits in Ohio banks applies to 
as much as $44,000,000. 
_ Should real estate mortgages, includ- 
ing farm mortgages, become satisfactory 
collateral to a great financing corpora- 
tion, life companies which hold too large 
a proportion of mortgages would no 
doubt feel it would not be necessary for 
them to continue to study ways and 
means of making a larger percentage of 
their assets liquid. 


companies 
depository 





Transfers Conservation Work 


The conservation work of the Jeffer- 
son Standard Life has been placed in 
the agency department, with a view to 
effecting a closer contact with field men 
in carrying out conservation plans. 

In that connection Karl Ljung, man- 
ager of conservation, has developed a 
new series of letters and folders for the 
purpose of discouraging loans and en- 
couraging repayment. A reduction has 
been made in the amount of installments 
accepted on a loan. The company will 
accept $5 as a minimum in place of the 
former $10 minimum. 
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Prudential Reduces 1932 
Dividends About 10 Percent 


INTEREST RATE IS LOWERED 


Company Issues Preliminary Statement 
Showing That a Reduction Will 
Be Made Next Year 





The Prudential has issued a prelim- 
inary announcement to the effect that 
its 1932 dividend scale will be lower 
than the present one, the average re- 
duction being about 10 percent. The 
reduction will be slightly less for poli- 
cies of shorter duration and larger for 
those in effect a longer time, as well as 
being comparatively more tor endow- 
ments and policies with a_ relatively 
large investment element. This is due 
to the fact that the dividend reduction 
is being made mainly to allow for re- 
duced interest earnings and the writing 
down of securities where necessary, as 
well as a precautionary measure against 
anticipated reductions in investment 
returns. There will be no reduction of 
the first dividend on the modified 3 pol- 
icy, which is payable at the end of the 
third policy year, and which offsets the 
increase in the premium which takes 
place at the beginning of the fourth 
year. Fourth and fifth year dividends 
on the policy will be reduced slightly 
but the dividend will in each case be 
larger than the policyholder received the 
preceding year, thus keeping the net 
premium below the initial rate. 

This arrangement is made possible by 
having the modified 3 percent dividend 
increase as the ~olicy continues in force 
but making the rise more gradual than 
would otherwise be the case. Just what 
the reductions will be on various poli- 
cies at different ages and duration will 
be has not been worked out. 

The company also announced that in- 
terest on dividends and other funds left 
at interest with the company would be 
1% percent instead of 434 as at present. 


President of Sentinel Life 
Joins the Ohio National Life 





KANSAS CITY, MO., Nov. 19.— 
L. L. Adams, until recently president of 
the Sentinel Life, of Kansas City, has 
accepted a position as superintendent of 
agencies for the central division of the 
Ohio National Life, with offices in the 
Dierks building in this city. Mr. Adams 
already has several agency units in pro- 
cess of development throughout Kansas, 
Missouri, Arkansas, Oklahoma and 
Iowa, with supervisors appointed. Part 
of his duties has been to take over tHe 
organization of the Omaha Life, re- 
cently purchased by the Ohio National, 
in this territory. 

Mr. Adams retains his position as a 
member of the board of directors of the 
Sentinal Life, and he still holds a good 
deal of stock in that company. Mr. 
Adams resigned as president of the Sen- 
tinel recently when outside financial in- 
terests bought a controlling interest in 
that company. 

T. W. Appleby, president; E. E. Kirk- 
patrick, home office agency superin- 
tendent, and J. H. Evans, actuary, of the 
Ohio National will officially open the 
territory with a banquet Nov. 23 in 
Kansas City. The dinner will officially 
maugurate the increased activity of the 
company in this territory. 


Association of Life Counsel 
Program for Annual Meeting 


_ The annual meeting of the Associa- 
tion of Life Insurance Counsel will be 
held at the Hotel Astor at New York 
City, Dec. 8-9. The first session will 
Start the afternoon of Dec. 8. George 
; J oung, general counsel National Life 
of Vermont, is president. F. V. Kees- 








ling of San Francisco, vice-president and 
general counsel of the West Coast Life, 
is vice-president. There will be impor- 
tant reports from the executive com- 
mittee, the committee on uniform death 
claim blanks and committee on the in- 
contestable clause. 

Papers will be presented by the fol- 
lowing: 

“The Statute of Wills and Life Insur- 
ance,” by Samuel Davis, associate 
counsel John Hancock Mutual; “The 
Statutes Prohibiting Corporations from 
Holding Title to Real Estate and the 
Penalties for Their Violation,” by Frank 
Ewing, assistant general counsel Metro- 
politan Life; “Admissibility of Coron- 
ers’ Verdict,” by Joseph D. Frank, as- 
sistant general counsel Lincoln National 
Life; “The Rositzky Case,” by James 
C. Jones, Sr., first vice-president and 
general counsel American National of 
St. Louis; “The Effect of Merger on 
Corporate Trustee Beneficiaries or As- 
signees,” by Sam T. Swanson, general 
counsel Northwestern Mutual Life. 


Roger Hull at Indianapolis 





Managing Directer of National Associa- 
tion of Life Underwriters Spoke 
of American Plan 





Roger B. Hull, managing director of 
the National Association of Life Under- 
writers, adressed the Indianapolis Asso- 
ciation of Life Underwriters Tuesday 
on “The Road Back to Security—the 
American Plan.” He said that the way 
out of business depression lies with the 
individual and that it can be effected 
by thrift and savings, and work and in- 
dustry. Life insurance, he maintained, 
will have a large part in the conserving 
of the fruits of thrift and will provide 
the greatest security in the next de- 
pression which, he said, economists say 
will arrive after the next prosperity 
peak is reached in 1939. The condi- 
tions that exist in times of depression 
can best be met by life insurance, he 
said, better than by price fixing and 
governmental effort. 

The educational committee reported 
that 55 are enrolled in the special C. L. 
U. course under Prof. Fred V. Chew of 
Indiana University for departments of 
1 and 2 of the course and seventeen are 
taking department 4 of the course, 
which deals with the law as related to 
life insurance. 


Senator Robinson Addresses 
American Central Employes 





A. R. Robinson, junior senator from 
Indiana, was the speaker at the second 
educational meeting of the current sea- 
son conducted for its employees by the 
American Central Life. His subject was 
“The Orient” and he spoke on the tra- 
ditions, habits, and aspirations of both 
the Japanese and Chinese. The speak- 
er’s revelations were especially timely 
in view of the present struggle between 
the two eastern nations over Manchuria. 
Senator Robinson, it will be recalled, 
recently spent six months in China and 
Japan—have been entrusted with the 
mission by the United States Senator in 
the interests of an up-to-date and 
authoritative congressional viewpoint on 
current oriental atfairs. 


Canadian Life Officers Meet 


The annual meeting of the Canadian 
Life Insurance Officers Association will 
be held Nov. 20 in Toronto. R. H. Ste- 
venson, president, and G. C. Moore, 
vice-president, will present the report of 
the executive committee. 

The meeting will discuss executive 
and other committee reports, including 
those on institutional advertising of life 
insurance, the activities of the public 
health committee and co-operation be- 
tween office and field forces. 

H. H. Wolfenden and J. D. Craig of 
the Metropolitan Life will speak on so- 
cial insurance. 
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SHIELDS 
YOU 


Trade Mark Reg. U. 8. Pat. OF. 


PRIDE 


Shield Men are proud of their com- 
pany and its high standing among 
other insurance organizations of the 
country. Consider the following facts 
and you too will understand why 
Shield Men like to represent a com- 
pany of such prestige: 

Organized in 1902. 


Ranks first on Industrial Health & Accident 
Insurance. 


Ranks third on Health and Accident prem- 
ium income. 


Ranks fifth on total number policies in 
force. 


Ranks seventh on Industrial Life Insurance. 


Ranks among first forty on total Life In- 
surance in force. 


Assets—approximately $30,000,000.00. 
Over 120 district offices in 21 states. 
Over 3,000 representatives. 


Over $315,000,000.00 total Life Insurance in 
force. 


Over $108,000,000.00 ordinary life in force. 


TheNATIONAL LIFE AND 
CCIDENT INSURANCE 
COMPANY INC. 


NASHVILLE TENNESSEE 
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Entering 
Its 40th Year 


Prompt, efficient, result-getting 
service to representatives and 
policyholders explains the phe- 
nomenal growth of the Missouri 
State Life Insurance Company. 
Now entering its 40th year, the 
Company has become a nation- 
Wide institution, ranking among 
the leading Old Line, Legal 
Reserve Life Companies of 


America. For the live, ag- 
gressive Agent, the multiple line 
of Life, Accident & Health, 
Group and Salary Savings 
offered by this Company is a 
sure winner—it provides a con- 
tract to fit every life insurance 
need. Progressive Agents like 
the progressive methods of the 
Missouri State Life. 


A Good Company to Represent 











MISSOURI STATE LIFE 


INSURANCE COMPANY 


HILLSMAN TAYLOR, President 
ST. LOUIS 


Life - Accident - Health - Group - Salary Savings 





Broad Picture of 
Business Offered 


(CONTINUED FROM PAGE 1) 


ment of the Armstrong laws, and also 
was insurance counsel to the Merritt 
legislative committee of New York, 
which inquired into the operation of fire 
insurance companies. After long civic 
service in Glen Ridge, N. J., he has been 
elected mayor. He was for four years 
attorney of the Life Presidents Associa- 
tion. 

President T. I. Parkinson of the 
Equitable of New York, a prominent at- 
torney, has taken an active interest in 
agency affairs, and will discuss the in- 
fluence of agency organizations of life 
companies on our present-day economy 
under the title, “Selling Self-Reliance.” 
Although he is distinctly a lawyer, his 
observations are enriched by the stimu- 
lation of an unusually wide experience in 
practical life and as an educator. He 
has a brilliant record as counsel for fed- 
eral and state legislative bodies and did 
outstanding work in the field of legis- 
lative bill drifting as professor of legis- 
lation at Columbia University. This led 
to a call to Washington where he was 
legal adviser to United States senate 
committees. He was a major on the judge 
advocate general's staff at the time of the 
world war, and advisory counsel to the 
director of the Bureau of War Risk In- 
surance. He was acting dean of the 
faculty of law at Columbia in 1923-24. 
He joined the Equitable ds second vice- 
president in 1920, and became president 
in 1927. 


Presents Legal Viewpoint 


Thomas J. Tyne, vice-president and 
general counsel National Life & Acci- 
dent, Nashville, will present the view- 
point of law as a protector of progress. 
He has occupied his present position 
since the company’s organization and 
has been active in the general practice 
of law, being senior member of Tyne, 
Peebles, Henry & Tyne, Nashville legal 
firm. He was a member of the Tenn- 
essee legislature in 1923, is vice-presi- 
dent for Tennessee of the American 
Bar Association and during the world 
war was in special work for the attor- 
ney-general of the United States. 

Reminiscences of 51 years’ service in 
one business with one company, from 
bottom to top rung, will be given by 
President Thomas A. Buckner of the 
New York Life, under the title, “A Ret- 
rospect of Fifty Years.” He started at 
15 in the agency office of the New 
York Life managed by his father. 


Held Many Positions 


Mr. Buckner won distinction in life 
insurance by hard work. He was suc- 
cessively branch office clerk, agent in 
the field, cashier, agency director, in- 
spector of agencies, home office superin- 
tendent, and vice-president in complete 
charge of the agency force. His ex- 
perience has been exceptionally broad, 
bringing him into intimate contact with 
every phase of life insurance and his 
outlook has kept pace with the ever- 
extending horizon of the business. Mr. 
Buckner was a member of the associa- 
tion’s original executive committee 25 
years ago. 


Investment Analysis 


President Archibald A. Welch of the 
Phoenix Mutual will speak from an ex- 
perience of more than 49 years, largely 
concerned with actuarial matters, on the 
subject “A Review and Preview by an 
Actuary-Executive.” He is a past presi- 
dent of the Actuarial Society of Amer- 
ica. He first was in the scientific field. 
He became actuary of the Phoenix Mu- 
tual in 1890 after service in the actuarial 
department of the Travelers dating back 
to 1882. He was given additional duties 
as assistant secretary, second vice-presi- 
dent, and vice-president, becoming pres- 
ident in 1924. 

Analysis of investment trends will be 
made by President William A. Law of 
the Penn Mutual, based on actual figures 





Definite Program Drafted 
for Handling Large Risks 


ee 
NEW YORK, Nov. 19.—The joint 
medical-actuarial committee on large 
risks, of which Actuary J. D. Craig of 
the Metropolitan is chairman, presented 
its report at a meeting of company rep- 
resentatives at the Metropolitan’s home 
office Wednesday. 

A definite program for handling large 
risks was decided on, details of which 
will be announced shortly. It will prob. 
ably become effective the first of the 
year. The report and recommended 
program is the result of a vast amount 
of research and is believed to consti. 
tute a long step toward the solution of 
the jumbo risk problem. 














also forecasts representing the entire 
year’s investment activities. It is ex. 
pected that Mr. Law will test the eff. 
ciency of life insurance investment man- 
agement from an entirely new angle. 

He has accumulated a wealth of ex. 
perience in banking and _ investments, 
first in the south, then in the north. 
He started in South Carolina, organiz- 
ing a savings bank. Then he joined a 
Philadelphia bank in 1903. After more 
than 30 years as an official of various 
banks he resigned the presidency of the 
First National Bank of Philadelphia in 
1922 to assume the same office in the 
Penn Mutual. His leadership in bank. 
ing was recognized by election to presi- 
dent of the Pennsylvania Bankers As. 
sociation and the American Bankers 
Association. 

Presents World Influence 


President Henry S. Nollen of the 
Equitable Life of Iowa will discuss the 
world-wide influence of America’s life 
insurance progress. He began life in- 
surance in the Bankers Life of Des 
Moines, following experience in bank- 
ing, accounting and as a teacher of 
mathematics in Central University of 
Iowa. After 20 years with the Bankers 
Life he was elected vice-president of the 
Equitable of Iowa in 1913, and presi- 
dent in 1921. He is a keen observer of 
economic and social trends in this coun- 
try and abroad. 

As part of his opening address, Presi- 
dent Frederick H. Ecker of the Metro- 
politan, who will preside, will announce 
results of the association’s survey of 
new business, insurance in force, and 
disbursements to policyholders and 
beneficiaries. The report will be based 
on actual figures for ten months and 
company estimates for the last two 
months. It is anticipated that reports 
will be received from companies repre- 
senting more than 90 percent of the 
total insurance in force in United States 
legal reserve companies. 


Sounds General Theme 


Mr. Ecker will sound the general 
theme «+ the convention, “Progress 
Through Self-Reliance—The American 
Plan.” His intimate connection with 
the financial life of America and his 
unusual opportunities to observe the 
progress of American business admir- 
ably equip him to discuss this theme. 
Charles D. Livingston, president of 
the National Convention of Insurance 
Commissioners and commissioner of 
Michigan, will speak on “Supervision 
and Self-Supervision.” In addition to 
his broad experience as Michigan com- 
missioner he was for many years a fire 
insurance field man. 


Thomas at Chattanooga 


Dr. John W. Thomas, vice-president 
National Life of Vermont; A. B. Shep- 
herd, agency supervisor, and Arthur 
Watt, actuary, were guests at a lunch- 
eon given by T. C. Thompson, manager 
at Chattanooga, Tenn. Many prominent 
Chattanoogans were present. 

Dr. Thomas discussed insurance from 
a general standpoint. He said that 4 
general agency probably will be estab- 








for the first ten months of the year, and 


lished for the state of Tennessee. 
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Missouri State 
Now in Deadlock 


(CONTINUED FROM PAGE 3) 


for seven years. Mr. Felss states that 
4 number of stockholders consider this 
yoting trust unwise and hence the pro- 
tective committee has been formed. 

He declared that Messrs. Nims, Tay- 
jor and their associates have dominated 
the company for some time and he as- 
serts that the results have been unsatis- 
factory. He declares in his letter to 
stockholders that the management has 
been expensive, it has lost a volume of 
business and its dividends have been dis- 
continued. He further contends that 
those seeking to form the voting trust 
have no substantial interest. Recent 
records show, he announces, that Mr. 
Nims has 1,284 shares, Mr. Taylor 2,554, 
Mr. Watts 100. He states there has not 
been any conflict of interest between the 
Missouri State Life and the Inter-South- 
ern Life. The voting trust people, he 
said, had no attack to make on the In- 
ter-Southern as long as its stock was 
yoted to put the management of the 
Missouri State in their hands. When 
the Inter-Southern Life joined with 
other stockholders who became dissatis- 
fed with the management, then Mr. 
Felss declares the voting trust people 
began their attack. 


Aims of Protective Committee 


He says that the protective commit- 
tee is aiming to see the management is 
controlled by men who represent all the 
stockholders and not by those who have 
no substantial financial interest. He de- 
clares that the voting trust agreement 
is subject to very grave objections by 
giving absolute power to the trustees 
and yet they assume no liability for any 
neglect on their part. While they are 
to receive no compensation, Mr. Felss 
points out that they are authorized to 
incur any expense. This he contends 
may be a very serious matter. He is 
advised by attorneys that the validity 
of a voting trust has never been decided 
in the courts of Missouri. Attacks 
probably would be made on the voting 
trust. Putting stock into a voting trust, 
he said, almost invariably adversely 
affects its value. A share of stock is 
not only entitled to dividends but also 
has voting power and he avers this is a 
valued right. 


Felss Propounds Questions 


Mr. Felss says: “It is significant that 
the managements of large, well-man- 
aged companies depend upon successful 
profitable results for their continuance 
in office, rather than the tying of the 
stock of the company in their own hands 
by the device of a voting trust. Why 
does the Nims-Taylor management of 
your company seek to continue them- 
selves in control by a voting trust rather 
than by relying upon the results of their 
management? Ask yourself these ques- 
tions before you give your proxy and 
control of your stock to Nims, Taylor 
and their associates. Ask yourself why 
the presidents of these large banks in 
New York, Chicago, Nashville and St. 
Louis are so anxious to have the control 
of your stock, when they themselves 
have no substantial financial interest in 
your company. Ask yourselves why 
these men are engaging in a contest 
against your brother stockholders, whose 
large financial interest in your company 
compels them to fight for their own in- 
terests against a management which 
they feel is, and has been unsatisfac- 
tory.” 

Rejoinder to Felss Letter 


Mr. Felss’ committee is endeavoring 
to get Fred L. Williams of St. Louis, 
former justice of the supreme court of 
“issourl and now general counsel for 
the Pet Milk Company, as a director. 

As a rejoinder to the Felss’ circular 
the management claims that at the last 
annual meeting Messrs. Nims, Watts 
and Taylor voted no less than 314,231 
out of 500,000 shares. When the proxies 
of the administration were ascertained 
the Inter-Southern Life people then 
agreed to accept five places on the board 





allowing the administration to have eight. 
Since then, however, the board has be- 
come deadlocked. The administration 
declares that the majority of the stock 
held by Mr. Felss will be voted against 
him inasmuch as 11,250 shares of his 
stock is held under indenture of trust 
dated Jan. 16, 1923, between Mr. Felss 
and the Liberty Central Trust Company 
of St. Louis and will be voted by the 
administration. The administration de- 
clares that Mr. Felss personally will be 
able to vote only 10,180 shares. It is 





said that this is an irrevocable trust, 
that it is to run 50 years from 1923 and | 
was established for the benefit of Mr. 
Felss’ children and grandchildren. 


Joining Hands Adds Strength 


That M. J. Dorsey, head of the 
Inter-Southern Life and controlling the 
Security Life of Chicago and Northern 
States Life of Hammond, Ind., is much 
nearer to a confirmation of his original 
plans today than his opponents realize, 
is the view taken by observers who 
are making a close study of the sit- 


uation. The Inter-Southern Life or- 
iginally had 147,900 shares when Mr. 
Dorsey bought it. On Nov. 14 it 
had 148,050 shares. It is stated 


that the failure to take action on the | 


| had been vice-president of the Foreman 





| 


doubtedly has had an effect on some | 
stockholders. The linking of his influ- | 
ence with that of the Inter-Southern 


Life and its friends makes a strong com- 

bination. Mr. Felss’ influence is felt 

with many conservative stockholders. 
Head Proposed as President 


According to friends of the opposition 
Mr. Dorsey has no thought of endeavor- 
ing to guide the destinies of the Mis- 
souri State Life if he wins. It is stated 
that he hopes to secure the services of 
an outstanding business executive. It 
is claimed that last August a plan was 
evolved whereby Walter W. Head, who 


National Bank of Chicago, and previous 
to that president of the State Bank of 
Chicago, was to become president of 
the Missouri State Life. However it is 
stated that Mr. Head was not acceptable 
to the present administration. 

Even if Mr. Felss can only swing 
10,180 votes and cannot vote his 11,250 
shares held in trust this accession to the | 
Inter-Southern’s ranks places the pro- 
tective committee close to victory. Last 
January a total of 462,531 shares were 
voted at the annual meeting. That set 
a new record and it will probably be 
equaled at the annual meeting Jan. 19 
next. The Dorsey-Felss coalition with 


quarterly dividend cemented the »pposi- | 158,230 shares in hand needs to pick up 


tion more firmly. 


Mr. Felss’ apzeal un- | but 72,990 additional to control. 


That | 


9 





is based on the presumption that no 
more than 462,531 shares will be voted. 
Aside from the Inter-Southern Life and 
Felss combination there are 4,239 Mis- 
souri State Life stockholders scattered 
throughout this country and Canada. 


| Therefore it can be seen that the Nims- 


Taylor-Watts forces have a real fight on 
their hands if the protective committee 
plans are to be checked. The former 
combination must line up from 231,266 
to 250,000 shares to be assured of vic- 
tory. The protective committee on the 
other hand needs but 72,996 shares 
Those Holding Larger Blocks 


A recent check up on the Missouri 
State Life stock as of Nov. 14 showed 
the following ownership of 2,000 shares 
or over: Inter-Southern Life 148,050; 
T. Felss 10,180; First National Bank of 
St. Louis as trustee between Mr. Felss 
and Liberty Central Trust Company of 
St. Louis 11,250; Kidder-Peabody & Co. 
13,939; Kidder-Peabody & Co. participa- 


tion 3,750; W. S. Bransford, Nashville, 
3,000; Life & Casualty of Nashville 
4.396; W. K. Kingston, St. Thomas, 
Ont., 2,725; Velk Investment Corpora- 
tion, St. Louis, 2,500; C. F. Winters, 
St. Louis, 4,359; J. J. Moriarity, St. 


Louis, 2,585; J. J. Moriarity, chairman, 
3,026; Hillsman Taylor 2,993 

In addition to seeking stockholders to 
join the voting trust plan the Nims- 
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ome Facts 
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Bankers Life 
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Founded in 1887. 


Issues both Participating and Non-Par- 
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Offers an attractive General Agents Con- 
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Taylor-Watts forces are endeavoring to 
obtain proxies for use in January. The 
Felss committee evidently is confining 
its efforts to landing proxies. 

The control of the Missouri State Life 
will not only prove a splendid victory 
for Mr. Felss and Mr. Dorsey but a real 
financial accomplishment. 

The Missouri State Life as of Dec. 
31, 1930, had admitted assets of $151,- 
628,922 and the Southwestern Life of 
Dallas, which it practically controls, had 
$36,615,434. Combined these companies 
had insurance in force totaling $1,539,- 
320,612. Compared with that combina- 
tion the Inter-Southern, Security Life 
and Northern States Life of Hammond, 
Ind., now controlled by the Dorsey in- 
terests, are rather small. As of Dec. 
31, 1930, the assets of the Dorsey com- 
panies were: Inter-Southern, $24,016,- 
619; Security Life, $11,149,341, and 
Northern States Life, $8,354,382, and 
combined they had $343,800,286 insur- 
ance in force. 

The Missouri State Life now has an 
annual premium income of about $30,- 
000,000 and is in very sound condition. 

The Missouri laws governing life com- 
panies permit them to invest in the 
stocks of other life companies. So the 
Missouri State Life’s holding of stock 
in the Southwestern Life is perfectly 
legal and in view of the stability of 
that company a very good investment. 

Naturally the fight being waged 
against the St. Louis interests has 
caused some uneasiness in that city. The 
St. Louis “Star” commented editorially 
on the fight, pointing out that the spec- 
tacle of rival financial groups battling 
for control is not likely to increase the 
confidence of the general public in state 
insurance supervision. 

The result of this struggle has caused 
an uplift in the prices of shares on Mis- 
souri State. The stock was quoted at 
$8.50 a share bid and $9.75 a share asked. 
It was quoted at $13 bid and $14 asked 
the middle of this week. 


Examinations Committee to Meet 


Commissioner Bush W. Allin of Ken- 
tucky has announced a meeting of the 
committee on examinations of the Na- 
tional Convention of Insurance Com- 
missioners at the Pennsylvania Hotel, 
New York, Dec. 7. Mr. Allin is chair- 
man of this committee. The conven- 
tion will meet the following day. Mr. 
Allin had previously called a meeting of 
his committee in Louisville, Nov. 19, 
but it was postponed on word from 
several members that they would be un- 
able to attend. 

Plans will be considered for a uniform 
system of conducting examinations. The 
matter was brought up by the address of 
Commissioner Dunham of Connecticut 
at the Portland meeting and a commit- 
tee, headed by Mr. Allin as chairman, 
was named to work on plans for devel- 
opment of the proposed uniform method. 





Drop Nebraska Insurance Day 


Because of the difficulties of arrang- 
ing a program at this time of the year, 
the insurance subdivision of the Lincoln 
chamber of commerce has abandoned all 
plans for Nebraska Insurance Day. De- 
lay in naming a successor to the late 
E. J. Faulkner of the Woodmen Acci- 
dent as head of the Lincoln insurance 
subdivision was primarily responsible 
for the failure to hold the meeting. 

It is now planned that when Roger B. 
Hull of the National Association of Life 
Underwriters appears in Lincoln next 
February, a regional meeting will be 
held. Omaha underwriters and execu- 
tives are holding a similar gathering late 
this month. 

Indiana License Ruling 

Commissioner Kidd of Indiana has 
issued a statement, clarifying a prev- 
ious bulletin, which declared that under 
a new law agents’ licenses would be 
granted in 1932 only to those showing 
receipts for poll taxes. Men under 21 
or over 50 and women of all ages ap- 


parently were barred from getting li- 
censes as poll taxes in Indiana are due 








only from male residents between the 
ages of 21 and 50. 

In the new bulletin Commi issioner 
Kidd says that the provisions of the 
act shall not be construed to apply to 
persons who are not required by law 
to pay poll taxes, to non-residents, nor 
to licenses which are issued to firms, 
corporations, partnerships or artificial 
persons. 


Plans Made for Reinsurance 





Pacific States Life and Chicago National 
Life Merger Details Are Now 
Being Dispatched 





Following the visit of President W. 
L. Vernon of the Pacific States Life of 
Hollywood, Cal., to Chicago in connec- 
tion with the proposed contract rein- 
suring the Chicago National Life, the 
terms were agreed upon by Mr. Vernon 
and Chairman A, L. Whitmer of the 
Chicago National. Copies of the agree- 
ment have been submitted to the Chi- 
cago National stockholders and their ap- 
proval is asked. When this is done the 
contract will be formally submitted to 
the Illinois and Colorado departments 
as the Pacific States Life is organized 
under the Colorado law. It is stated 
that the ae conclusion will be effected 
about Jan. 

The plan , ae not involve any change 
in the present home executive office of 
the Pacific States Life although the 
eastern operations will be greatly ex- 
tended and the present office of the Chi- 
cago National will be the headquarters 
for the middle west and east. It is 
planned to expand the field activities 
in the east. Mr. Whitmer will be co- 
chairman of the combined companies. 

President Vernon states that his per- 
sonal attention and activity wil be di- 
vided between the Chicago and Cali- 
fornia offices. Mr. Whitmer will oper- 
ate from Chicago, handling field activi- 
ties in the 20 or more states in which 
the company will operate. No change 
is contemplated in the official family or 
board of directors of the Pacific States. 
Later on, however, some of the direc- 
tors of the Chicago National in addition 
to Mr. Whitmer will be added to the 
directorate. It is estimated that the 
combined assets will exceed $9,000,000 
and the insurance in force will exceed 
$80,000,000. 


No Standard on Commission 
for Rewriting of Policies 





DETROIT, Nov. 19.—Actuaries are 
groping in the dark insofar as standard 
practice on policy changes and rewrit- 
ings are concerned, according to views 
expressed at the Detroit Actuarial Club's 
November meeting round table discus- 
sion. There is a wide divergence in the 
method of handling the payment ot 
agents’ commissions for rewritten poli- 
cies among Detroit companies, the dis- 
cussion brought out. All companies here 
are endeavoring to keep down to 4 
minimum the number of policy changes 
and rewritings in order to save clerical 
expense, confusion to the assureds, and 
to avoid having agents put in claims for 
two or more commissions on business 
already written. No local company is 
wholly satisfied with its individual solw- 
tion of the problem. 

Rewritten policies often amount 1 
business twisted by the company’s own 
agents, or others, and succeed only in 
making the policyholders dissatisfied 
with insurance in general. However, 
many instances agents are rightfully en- 
titled to commission on rewritten busi- 
ness, depending largely upon the individ- 
ual circumstances. 


Home Life of New York 


The Home Life of New York has 
voted to continue its 1931 dividend scale 
for the first quarter of 1932. Official 
action for the entire year will be taken 
at the January meeting of the board. 
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New Proposal for 
Tennessee Given 


(CONTINUED FROM PAGE 3) 


commissioner will work through the me- 
dium of the Tennessee Association of 
Insurance Agents so far as property in- 
surance is concerned. He believes that 
through proper cooperation, his office 
and the organizations can enhance the 
ethical standards and improve the qual- 
jfcation of agents. The commissioner 
announced that he had revised the re- 
quirements and methods to be used in 
connection with the licensing and re- 
licensing of agents and has prepared a 
proposed form of affidavit or question- 
naire which he will send out to all appli- 
cants and which is given in another col- 
umn. It is a combination questionnaire 
and examination. He said that at the 
first of the coming year it will be re- 
quired of all new agents and all part 
time agents applying for a relicense and 
all agents concerning whom complaints 
have been filed to fill out. 


Lecal Associations Can Cooperate 


Local associations of agents he said 
can cooperate in furnishing information. 
He is asking each organization to have 
an executive committee through whose 
hands these applications will be sifted 
and confidential information with recom- 
mendations to be furnished the commis- 
sioner for action. In cities of 25,000 and 
over the commissioner announced that 
he proposes to appoint some competent 
young attorney on recommendation of 
the local executive committee as a dep- 
uty commissioner for that particular 
locality. He will be compensated by half 
the fines and fees collected through 
prosecution of violation of the insurance 
laws in that section. He might receive 
additional private business from various 
kinds of insurance litigation which would 
pay him for the work. The applications 
for licenses as well as complaints would 
come through his hands. He should 
have the cooperation of the executive 
and complaint committees of each local 
association. 


Plan for Smaller Points 


This same detailed work in cities of 
25,000 population should be done by the 
executive and complaint committees of 
the local associations through the co- 
operation of the deputy commissioner at 
the office of the department. In towns 
of less than 5,000 and in rural communi- 
ties the work will be taken care of by 
the deputy commissioner in the depart- 
ment’s office through one or more of the 
license clerks assigned to that particular 
duty. Commissioner Reece said that in 
this way the entire state will be or- 
ganized and the licensing and relicensing 
of agents will receive due consideration. 
There would be a definite knowledge 
and record of one’s qualification and of 
the character of his work. He would be 
held responsible for certain standards 
and violations would be detected and 
dealt with. 


State May Provide Attorney 


The state, he declared, probably should 
provide an attorney in the commis- 
sioner’s office with assistants who will 
act as inspectors and supervisors of law 
enforcement in the field. No such pro- 
vision has been made up-to-date. How- 
ever he finds the law makes possible a 
system through the appointment of dep- 
uties throughout the state in the manner 
he has suggested. He said that the law 
gives sufficient latitude to accomplish 
the entire object due to systematic co- 
operation of the commissioner and local 
associations. 

Situation as to Balances - 


Commissioner Reece in addition to 
agents’ qualification stated that much 
contusion has grown in his office on ac- 
count of disputed delinquent accounts 
tween agents and companies. Much 
time has been consumed in an effort to 
makeadjustment. To the end of clarify- 
ing this situation and at the same time 
avoiding the making of the commis- 








sioner’s office a collecting agency for 
an accounting firm, he has imposed cer- 
tain regulations. They are as follows: 

The ethics of the insurance business in 
Tennessee demand that it be brought 
to the highest plane, thus eliminating 
unfriendly disputes relative to the ac- 
counts of the agent and he company by 
adherence, at all times, to the highest 
ethics of business as well as to the terms 
of agents’ contracts, and 


Should Be No Dilatory Tactics 


Whereas: Agencies are constantly 
changing company affiliations which 
causes this department unnecessary 
work and expense and the efforts of this 
department are to encourage and main- 
tain a high standard of equity and estab- 
lish just and equitable principles in the 
insurance business in the state of Ten- 
nessee and to secure a better relation- 
ship with the companies, their agents 
and the insuring public, and 

Whereas: The companies accept busi- 
ness from their agents for the premium 
paid, or agreed to be paid in a specified 
time if a claim should occur, the com- 
pany has the burden of paying this claim 
without controversy, and as a guarantee 
that the company will carry out its obli- 
gations to the insuring public in this 
respect, it is licensed and taxed and 
carries an adequate deposit with the 
state; therefore, there should be no room 
for controversy on the part of the agents 
as to prompt remittances to the com- 
panies, and no dilatory tactics tending 
to deprive the companies of the remit- 
tances due them shall be tolerated, or 
made possible through controversy; 
therefore, it is the ruling of this depart- 
ment that: 


Regulations Are Announced 


1. Should any complaint be filed with 
this department, no agent will be li- 
censed or relicensed for any company 
until all moneys due companies then or 
previously represented by that agent are 
paid in full. 

2. Should this department be con- 
vinced that the company has put forth 
every reasonable effort to collect bal- 
ances due, and having been unsuccessful 
and then finds it necessary to suspend 
the agent—and unless balances are paid 
within 15 days from the date of suspen- 
sion—it shall be the ruling of this de- 
partment that the license of such agent 
be revoked until satisfactory settlement 
is made. 

3. Should an agent resign representa- 
tion of any company, or any company 
should suspend the agent, any and all 
unpaid balances due either the agent or 
company shall become due and payable 
within 15 days from date of such resig- 
nation or suspension. Failure of either 
the company or the agent to comply with 
this ruling shall cause this department 
to revoke the license of the offending 
company or agent. 


*hould Settle Promptly 


4. imperative that the agent set- 
tle « .. the company promptly accord- 
ing to the account and books of the 
company without question as to their 
accuracy. No such question will be en- 
tertained by this office prior to settle- 
ment. Any agent failing to make such 
settlement will subject himself to hav- 
ing his license revoked, not at the re- 
quest of any company, but under the 
mandate of the law and ruling of this 
office. 

Then if the agent, having shown good 
faith, is able to file a complaint with 
this office that the company wrongfully 
charged him and exacted payments from 
him, the commissioner will immediately 
pursue the complaint against the com- 
pany, and if it should be found that the 
company is guilty of treating the agent 
wrongfully, then the same action will be 
taken to protect the agent as was taken 
in the first place to protect the company. 





Klingbeil Detroit Host 


Frank L. Klingbeil, newly appointed 
manager of the Prudential’s ordinary 
department in Detroit, was host to 40 
members of the Life Managers’ As- 
sociation of Detroit at a complimentary 
luncheon, tendered the life managers 
and general agents in appreciation of 
their hearty welcome of the new execu- 
tive to their association. 

A. E. N. Gray, assistant secretary of 
Prudential, addressed the members on 
“Practical Selling Methods.” Charles 
A. Macauley, general agent for the John 
Hancock Mutual Life, presided. 





The Conquest of 
Diphtheria 





The mother of other days, 
even with unbounded de- 
votion, was unable to 
guard against diphtheria. 


© 1931 M. L. I. Co. 


Happy is the mother of today who 
knows that her child will never 


have diphtheria after she has had 
him properly inoculated against it. 


prosty years ago in this country 
the annual deathrate from diph- 
theria was 115 out of every 100,000 


persons. Last year fewer than six 
in every 100,000 died from this 
disease. 


But while one may rejoice in the 
fact that the dreaded scourge of 
earlier days is now only one- 
twentieth as destructive as in years 
gone by, yet last year in this country 
there were nearly 7,000 deaths from 
diphtheria, practically all of which 
could have been prevented by timely 
inoculation of toxin-antitoxin or 
toxoid. 


The complete conquest of diphtheria 
has been blocked year after year by 
misinformed though well-meaning 
objectors to inoculation. 


Progress has been further ham- 
pered by easy-going, optimistic folk 
who refuse to consider the possi- 
bility of tragedy. 


Science’s sweeping conquest of 
diphtheria will not be complete until 
all parents have had their children 
safeguarded against diphtheria. This 
can be done by any reputable phy- 
sician. 


Every child should be inoculated, 
preferably when but a six months 
old baby, because more than half of 
all deaths from diphtheria occur 
among children between the ages of 
six months and five years. 


Metropolitan Life Insurance Com- 
pany will gladly mail, free, its book- 
let “Diphtheria is Preventable.” Ad- 
dress Booklet Dept. 11-NU-31. 


METROPOLITAN LIFE INSURANCE COMPANY 


Frepertck H. Ecker, Present One Mapison Avenue, New York, N, Y. 


















































































12 





THE NATIONAL 





U N DERW RITER- 








November 20, 1931 














THE NATIONAL UNDERWRITER | 








PERSONAL SIDE OF BUSINESS | 








Cincinnati an ew Yor 


FRANK A. POST, 





CINCINNATI OFFICE, 420 E. Fourth St. 


| LIFE INSURANCE EDITION 


Published every Friday by THE NATIONAL UNDERWRITER COMPANY, Chica 
k. EDWARD J. WOHLGEMUTH, President; 
H, Secretary; HOWARD J. B JRRIDGE, Vice-President and 


NORA VINCENT PAUL, Vice-President: 
GEORGE C. ROEDING and O. E. SCHWARTZ, Associate Managers 


M. CARTWRIGHT, Managing Editor 
CEVERING CARTWRIGHT, 
Associate Editor 
CHARLES D. SPENCER, Associate Editor 
DALE R. SCHILLING, Associate Editor 


PUBLICATION OFFICE, A1946 pnsusagee Exchange, CHICAGO. Telephone 5 Wabash 2704 


J 
OHN F. WOHL- 
meral Manager; 


WILLIAM A. SCANLON, 


Ass't Managing Editor 





Poy 5781, RALPH E. . Manager 





ABNER THORP, JR.. 


NEW YORK OFFICE 


803-123 William St., Tel. Beekman 3-3958 
GEORGE A. WATSON, Associate Editor 


DETROIT OFFICE 
EDWARDS, Resident Manager 


204 Atlanta National Bank Building 
W. J. BATH, Resident Manager 


NEW ENGLAND OFFICE 
139 Sones St., Weymouth, Mass., 
J.M DEM EY, Resident Manager 


1015 leprae Bidg., Tel. Randolph 3994 


SOUTHEASTERN OFFICE—ATLANTA, GA. 


Tel. Wey. 2158-R, 
Entered etnibiee Matter June 9, 1900, at Post Office at Chicago, Ill, Under Act, March 3, 1879 


rvice Dept. 
SAN FRANCISCO OFFICE 
105 Btoot pmen Street, Tel. Kearny 3054 
FRA KW. B ND, Resident Manager 
CYRUS K. BREW. Pacific Coast Editor 
DES MOINES OFFICE 
PE cent Bidg., Tel. 4-8712 
EATH, Resident Manager 
perce OFFICE 
412 wy Tite Bidg., Tel. Rittenhouse 3654 
YTH. Resident Manager 
DALLAS OFFICE 
834 N. Marsalis Ave., Tel. 6-5680 
R. J. McGEHEAN, Resident Manager 











Subscription Price $3.00 a 


; in Canada, $5.50 a 
In Combination with The National Underwriter Fire an ale mg $5.50 a year; Canada $10.50 


Single Copies 15 cents. 

















Member Audit Bureau of Circulations 














Life Companies Stand As a Rock 


Wir hundreds of banks which have 
failed all over the country and others so 
embarrassed by frozen assets that at the 
instance of President Hoover a billion 
dollar real estate financing corporation 
is being formed for their benefit, it is 
interesting to note that not a single life 
company has so far failed since the de- 
pression of 1929. The life companies 
hold some seven billion dollars of real 
estate mortgages of which about two 
billion is in farm mortgages and they 
have some three billion dollars of rail- 
road bonds. Banks and other large 
holders of mortgages and railroad bonds 
have been embarrassed by the frozen 
character of the mortgages and the low 
market values of the bonds in which 
they have invested. 

While it could not be said that life 
companies are not affected by conditions 
in these two classes of securities it can 
be said that it is not likely that any 
company will fail because of them. One 
reason is that life companies as a whole 
have undoubtedly exercised better selec- 
tion in the making of mortgage loans 
than have many local banks. Due to the 
fact that life insurance companies make 
so many loans they have developed a 
system which on the whole is stricter 
and more efficient in its safeguards than 
a large percentage of the banks. The 
second reason why the life companies 
are weathering the storm is of course 
that they can finance their loans over a 
depression period and do not have to 
have the cash immediately as the banks 
often do. 

President Hoover’s NATIONAL CREDIT 
CorPoRATION is being organized for the 


Insurance Men Are Courageous 


INSURANCE men in all lines have shown 
remarkable courage during these days 
of great trial and disappointment. There 
are tremendous responsibilities and the 
strain at times has almost been over- 


purpose of financing frozen real estate 
assets in order to aid the banks. It is a 
well recognized fact that these “frozen 
assets” are for the most part sound and 
will in the long run pay out; and the 
life insurance company with its long 
term contracts can afford to wait. 

In Dayton, Ohio, where conditions 
have been exceptionally bad the Dayton 
Crepir CorporaTIon with a capital of a 
million dollars is being organized to 
handle the local situation on the same 
lines as the NATtonaL CrepiT CorPORATION 
nationally. A committee of 100 citizens 
got back of the new corporation and the 
chairman of the committee made this 
statement: “To the Washington author- 
ities it was very obvious that the quick- 
est method of relief was to attack the 
major ill, which is frozen credits. The 
meaning of this term is loans of cash 
which have been made upon real estate 
mortgages. They are good, but collec- 
tions cannot be made now.” The nature 
of the life insurance contract is such 
that if the security is good it does not 
need to be immediately negotiable so 
that today, in spite of the real estate sit- 
uation, many life insurance companies 
still regard real estate mortgages as the 
best form of investment for life insur- 
ance funds. 

In the absence of a stock exchange or 
a system analogous to the Federal Re- 
serve Bank or a rediscount corporation 
for real estate mortgages the life insur- 
ance company, by reason of the long 
term investment and the ability of com- 
panies to stand the long pull, is the 
natural repository for good real estate 
mortgages. 


whelming. Yet insurance has stood like 
a bulwark. No policyholder has been a 
loser. Insurance is the one institution 
that has come out unscathed in this 
time of severe storm. 


E. S. Albritton, Chicago general 
agent of the Provident Mutual, will leave 
next Sunday on an automobile trip to 
the home office, accompanied by Frank 
Little, the leading producer of the 
Provident in Chicago. Mr. Albritton 
will spend the entire week at the home 
office. Mr. Little is a million dollar 
producer and for the first ten months 
of this year he has already paid for 
more business than the entire year of 
1930. He is the first man in the com- 
pany to qualify for the company’s pro- 
duction club. 


The 35th anniversary of John M. 
Riehle as manager for the Equitable 
Life of New York in New York City 
was celebrated Monday at the home of- 
fice of the Equitable. President T. I. 
Parkinson presented Mr. Riehle with 
the certificate and insignia of the Equi- 
table’s “Veteran Legion.” Sheppard 
Homans, of Prosser_& Homans, man- 
agers of one of the Equitable’s agencies 
in New York City, paid tribute to Mr. 
Riehle in behalf of the general agents’ 
association. Max Goldsmith, veteran 
member of the Riehle agency, presented 
a medallion in behalf of the agency. 


President C. F, Williams of the West- 
ern & Southern Life of Cincinnati is 
financing night school courses at the 
University of Cincinnati and Xavier 
University for 210 home office employes. 
The most popular course is business 
English, which is being taken by 92 of 
the employes. 

Mr. Williams has presented the Xavier 
University with several rare volumes, 
including “Voragine Legenda Aurea,” 
dated 1497; the Holy Scripture of the 
Old and New Testament, according to 
German translation of Martin Luther, 
dated 1763 at Germantown; “Biblia,” 
published by Nicholas Biestkens in 
Amsterdam in 1646 with wood covers; 
“Expository Notes with Practical Ob- 
servations on the New Testament of 
our Lord and Saviour, Jesus Christ,” by 
William Burkitt, London, 1765. 


E. W. Henne, secretary and actuary 
of the Farmers & Traders Life of Syra- 
cuse, N. Y., is receiving the sympathy 
of his friends, owing to the death of his 
wife. Interment was at Ann Arbor, 
Mich. 

In observing the 40th anniversary of 
his entrance into the life insurance busi- 
ness, Arthur L. Smith, Little Rock, 
Ark., also observed his 25th anniversary 
with the Reliance Life, of which he is a 
general agent. Mr. Smith, who is dean 
of Little Rock life underwriters, is 
known as “Rosebud” Smith, because for 
many years he has worn a rosebud on 
the lapel of his coat. He has qualified 
consistently for his company’s Perfect 
Protection Club. 


Arthur J. McKinnon, son of A. G. 
McKinnon, president of the Unity Mu- 
tual Life & Accident of Los Angeles, 
was married recently to Miss Mable 
Cavin, formerly of San Francisco. Mr. 
McKinnon is associated with his father 
in the home office of the Unity Mutual. 


President James C. Burger of the 
American Life of Denver has returned 
to his desk following a serious siege of 
several weeks with pneumonia. 


Elbert Storer, president of the Na- 
tional Association of Life Underwriters, 
attended the sessions of Carolinas In- 
surance Day held at Charlotte, N. C., on 
Monday and Tuesday of this week. A 
luncheon in honor of Mr. Storer was 
given Tuesday and he had a place as one 
of the speakers on the Tuesday pro- 
gram. Price Cross is president of the 
Charlotte Association of Life Under- 
writers. 


A gala reception was given A. W. 
Shannon, of the Sterling Mutual Life of 
Houston, Tex., by his friends in Bee- 








) Ville, Tex., his birthplace. His ear} 
career was spent in newspaper work and 
the remaining years he has been in life 
insurance. He is secretary and treas. 
urer of the Sterling Mutual Life and 


was one of the organizers. He is q 
member of its board. 
Hermon C. Whipple, Pueblo, Colo, 


vice-president Colorado association and 
Northwestern Mutual Life representa. 
tive, died recently. 

A trust fund that may reach $350,000 
was left for the Indiana University med. 
ical center in Indianapolis by Guilford 
A. Deitch, vice-president of the Reserve 
Loan Life, under the terms of his will, 

Philip St. George Cooke, secretary of 
the Life of Virginia, has been elected 
president of the Richmond chapter of 
the Sons of the American Revolution. 

Frank P. Manly, president of the In- 
dianapolis Life, Indianapolis, Ind, 
opened life insurance week in Fort 
Wayne with an address before the Ro- 
tary Club. Mr. Manly formerly was dis- 
trict governor for Indiana. 


Alonzo Wine, 60, field supervisor for 
the Great Northern Life, died in an In- 
dianapolis hotel apparently from the 
effects of an automobile accident earlier 
in the day. He accidentally drove his 
car into Fall Creek, which runs through 
the city. 


Theodore F. Keer, Van Vliet & Keer, 
managers for the Prudential in Newark, 
celebrated his 65th birthday Nov. 15 
with a dinner, then a golf game and 
then another dinner. To show his many 
friends that he was still a young man, he 
played 16 holes of golf and was as fresh 
as a daisy when he completed his play. 
Mr. Keer is one of the best known life 
underwriters in New Jersey, and was 
for two terms president of the Life 
Underwriters Association of Northern 
New Jersey, of which he was one of the 
organizers. He is still an active mem- 
ber of the association. 


John C. Chidsey, former insurance 
commissioner of Texas and more re 
cently vice-president of the First Na- 
tional Bank of Dallas, died there after 
a few days’ illness. Mr. Chidsey was 
one of the best known bankers and in- 
surance men in Texas. 

The 35th anniversary of his service 
with the Metropolitan Life was occasion 
for a testimonial dinner to Harry C. 
Tinney of Fairport, N. Y., Rochester 
manager. A large number of friends and 
business associates attended the dinner. 
Mr. Tinney was presented with a loving 
cup. 


Carl C. Proper, for 30 years president 
and editor of the “Peoples Popular 
Monthly,” a farm publication in Des 
Moines, has joined te Elmer Loucks 
Des Moines agency of the Lincoln Na 
tional Life. 


C. C. Lindner, 73, special agent for 
the Northwestern Mutual Life at Water- 
loo, Ia., died recently from a throat in- 
fection. He had been in the life insut- 
ance business in Waterloo for 25 years. 


Everts Wrenn, Chicago general agent 
of the State Mutual, is going east to 
attend the Harvard-Yale football game 
for the 35th time. 


O. F. Wells of Gatesville, Tex., who 
was connected for over 20 years wit 
the Amicable Life as general agent, died 
recently at the age of 73. His home at 
the time of his death was within a few 
yards of the house in which he was 
born. He had lived all his life in Gates 
ville and was the first white child bora 





in Coryell county. 
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_ LIFE AGENCY CHANGES 














Opens New Cleveland Office 





Northwestern National Life Appoints 
w. A. Coles as General Agent for 
Four Ohio Counties 





Another unit was added last week to 
the agency organization of the North- 
western National Life of Minneapolis 
with the establishment of a general 
agency in Cleveland under the direction 
of William A. Coles. This new office 
will cover Lorain, Cuyahoga, Lake and 
Geauga counties. Mr. Coles has been in 
the life business in Pennsylvania and 
Ohio for seven years, making a cred- 
itable record both as an individual pro- 
ducer and as a general agent. Before 
entering the life field he had consider- 
able selling experience in other lines, 
where he built up an enviable reputation 
as salesman, sales director and sales 
organizer. 





Charles M. Boyer 


The Life of Virginia has appointed 
Charles M. Boyer branch manager at 
Atlanta. Mr. Boyer entered life insur- 
ance in 1919 with the Phoenix Mutual 
at Knoxville, Tenn. In 1923 he was 
transferred to Atlanta, remaining there 
until 1928 when he went to Birmingham 
as manager. Resigning this connection 
soon afterward, he entered another line 
of business. Six months ago he re- 
turned to life underwriting as super- 
visor for the Mutual Life of New York’s 
Atlanta agency. 





F. E. Brawley 


F. E. Brawley’s success as manager of 
a Cincinnati branch office of the West- 
ern & Southern Life has won for him 
promotion to manager of the entire In- 
dianapolis territory which is being con- 
solidated under his supervision. He is 
being succeeded at Cincinnati by E. B. 
Creelman, of Kalamazoo, Mich. Mr. 
Brawley has been with the company 
since 1912, helping to build up seven of 
the company’s districts. His brother, 
C. F. Brawley, Norwood, its also one of 
the company’s leading district managers. 





G. W. Mason, Jr. 


George W. Mason, Jr., has been ap- 
pointed branch manager of the North 
American Life at Madison, Wis. Mr. 
Mason is a graduate of Beloit College. 





Life Agency Notes 











The Washington National has opened 
a branch office in Newark with W. O 
Barnes as manager. Mr. Barnes was 
formerly in Jersey City for that com- 
pany. 

Lee C. Robinson, who has represented 
the Equitable Life of New York at 
Hampton, Ia., the past year, has been 
made assistant manager at Waterloo, Ia. 

J. J. Appel, for several years general 
agent of the Equitable Life of Iowa at 
Boonville, Ind., has resigned and gone 
to Greensboro, N. C., to engage in busi- 
hess with his brother. 

The Security Mutual Life of Nebraska 
has established an agency with W. F. 
Hillock, at Cedar Rapids, Ia. Mr. Hil- 
lock established a general insurance 
agency at Cedar Rapids 15 years ago 
and recently decided to take on life in- 
surance. Albert Law, an experienced 
life insurance man, will be in charge of 
the life department. 

R. T. Flattery, former assistant secre- 
tary and assistant manager of the new 
business department of the Union Trust 
Company of Detroit, has resigned to en- 
Sage in the active sale of life insurance 
for the Detroit Life. He will be asso- 
“een with the Fishman Agency of De- 
— which is headed by Morris Fish- 

» Vice-pr 
company. President and director of the 


Virginia nearly 35 years. 





General 


Agent 


Takes on State Mutual at Minneapolis, 
Quitting Post as Supervisor in 


Habermann 








Chicago 
Ray Habermann, supervisor in the 
Everts Wrenn general agency of the 


State Mutual of Chicago, has been ap- 
pointed Minneapolis general agent of 
that company. Mr. Habermann has a 
fine background. He was in the home 
office of the Phoenix Mutual and then 
for a time in the Life Insurance Sales 
Research Bureau in Hartford. For a 
short time he was with the Phoenix 
Mutual in Kansas City. He also spent 
some time with the Equitable of lowa 
and has been with the State Mutual 
in Chicago a year and a half. 

He is a fine educator and agency 
man, has conducted the school in the 
Wrenn agency and written a number of 
sales plans and presentations. 





George W. Pruitt 


George W. Pruitt, district manager at 
Terre Haute, Ind., of the Life of Vir- 
ginia, has been made manager for north- 
ern Ohio, with headquarters in Cleve- 
land. He was in Terre Haute nine and 
one-half years and doubled the business 
there. He has been with the Life of 
He will take 
with him his first assistant, E. C. Schaul- 
burg. 


W. F. and G. L. Daniels 


The Brooklyn National Life, which 
has just entered Ohio, has established 
its first representation in that state 
through the newly formed Daniels 
Agency, 323 Bulkley building, Cleveland. 
W. F. Daniels is general agent, cover- 
ing Cleveland and Akron, and _ his 
brother, G. L. Daniels, is special agent. 

W. F. Daniels was formerly manager 
of the life department for Joseph S. 
Blume & Co., New York City brokers 
and general agents for the Travelers. 
G. L. Daniels was formerly with the 
Continental American at Harrisburg, Pa. 








Southern States 
Local News 




















See Betterment in Oklahoma 





Increased Prices for Wheat, Cotton and 
Oil Boost Life Insurance Sales 
in That State 





OKLAHOMA CITY, Nov. 19.—Re- 
action to the increased prices of wheat, 
cotton and oil has been immediate in 
Oklahoma life insurance underwriting, 
a survey of leading general agents re- 
veals. George E, Lackey, past National 
association president and general agent 
Massachusetts Mutual, notes a decided 
upturn in business since the first appre- 
ciable oil price advance. From the of- 
fice of Robert H. Carter, Connecticut 
Mutual, general agent, comes reports of 
100 percent increase in business during 
the first seven days of November. 
Homer Jamison, general agent Equit- 
able Life of New York, says that the 
first seven days of November was the 
biggest new business week for two 
years, with October registering best re- 
sults of any month during the entire 
year. The upturn is apparent to L. C. 
Mersfelder, general agent Kansas City 
Life, whose men are beginning to really 
produce again, with immediate prospects 
brighter than for many months. The 
first week of November was a banner 
week for the New York Life’s Okla- 
homa agency with about $400,000 writ- 
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GOOD SHIPS: Only ‘stormy weather” really tests 
the safety of ships and financial institutions. Well- 
managed life insurance companies have come through 
every “‘storm’’—every test—safe and staunch. For ex- 
ample, for 86 years, since it was founded in 1845, New 
York Life has weathered all Wars, Epidemics and 
Financial Crises:—The Mexican, Civil, Spanish-Amer- 
ican, and World Wars;—The scourges of yellow fever, 
cholera and influenza;—The panics and depressions of 
1857, 1861, 1865, of the 70’s, of 1884, 1893, 1896, 1903, 
1907, 1914, 1920-21 and 1929-1931. In all these years 
New York Life has never failed to meet an obligation. 





NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, Madison Square 
New York, N. Y. 
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(Provident Tools No. 11) 





Sixty-five years of building policyholder 
good-will gives Provident Representatives 
a distinct advantage in the sale of Provident 
policies in their communities. There is no 
sharper selling tool than a good reputation! 


Provident Mutual 
Life Insurance Company of Philadelphia 


Founded 1865 













































ree Wheeling 


—in insurance selling 
| 


We honestly doubt that there will ever be a 
selling plan so perfected that some personal 
effort will not be required of the salesman. If 
there ever is one though, our representatives 
will be among the first to benefit from it. 


No, we can't offer you selling plans that will 
entirely replace individual effort. But we do 
have ‘free wheeling plans''\—direct-mail, indi- 
vidual presentations, and other up-to-date 
promotional materials that make selling suc- 
cessful with the minimum of effort. 


@ For information address: 
A. R. Perkins, Agency Manager 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE, President 


Greensboro, North Carolina 








Home Office 
MORE THAN 370 MILLIONS IN FORCE 














ten during the period. This agency has 
set a goal of $1,775,000 for the month 
of November. 


Equitable Agencies Meet 


The New Orleans and Mississippi 
agencies of the Equitable Life of New 
York are meeting at Biloxi Nov. 18-20 
for their annual training and sales 
school. 

The meetings are under the direction 
of John Bumstead, New Orleans man- 
ager and E. M. Barber, Mississippi man- 
ager. 

The home office is to be represented 
by W. W. Klingman, executive vice- 
president, Lloyd Klingman, manager 
of salary savings department, Henry 
Kranz group supervisor southern de- 
partment, and Roy R. Hale, supervisor 
of agencies southern department. Harry 
Chipman, Columbus, O., manager will 
also speak. 


Phillips and Lacy in Texas 


President T. A. Phillips and Vice- 
President O. J. Lacy of the Minnesota 
Mutual Life and R. C. Lowe, San An- 
tonio, manager of southern Agencies, 
were hosts at Dallas to the Fort Worth 
agents and R. H. Pearson, general agent 
in that city, at a dinner, and later to the 
Sam R. Weems agency of Dallas at a 
breakfast. The company officials at- 
tended the mortgage bankers’ conven- 
tion at Dallas and while in Texas re- 
viewed the company’s $2,500,000 mort- 
gage loans and bond investments in that 
state. 


After Mutual Aid Concerns 


JACKSONVILLE, FLA., Nov. 19.— 
Mutual aid companies, organized under 
non-profit charters granted by the cir- 
cuit courts, are to be required to show 
by what right they exercise the powers 
granted by the state to authorized life 
insurance companies. As a beginning 
Attorney-General Landis has filed quo 
warranto proceedings against the Mer- 
chants-Bankers Mutual Benefit Corpora- 





tion of Jacksonville, returnable Noy, 93 

It is claimed that while they do not 
pay taxes or licenses to the insurance 
department, or come under the super. 
vision of the state insurance examiners 
they assume obligations of an insurance 
nature. 


C. L. U. Course Inaugurated 


LOUISVILLE, Nov. 19.—The Uni. 
versity of Louisville is preparing to jp. 
augurate a three-year life insurance 
course leading to the C. L. U. degree. 
The program calls for classes held jp 
the law school and will be instructed by 
professors of that college. A _ special 
review course for advanced men desiring 
to take the chartered life underwriter 
examinations opened Nov. 17. Classes 
for beginners will be inaugurated jp 
February. 


Will Look After Publicity 


Lorry Jacobs, publicity director of the 
Southland Life of Dallas, and Alfonso 
Johnson, executive secretary of the 
Dallas Association of Insurance Agents, 
have been appointed a committee to 
handle publicity and to assist in the en- 
tertainment of visiting insurance news- 
paper men at the time of the meeting 
of the National Convention of Insurance 
Commissioners in their city next fall. 


Alamo Life Makes Gains 


The Alamo Life of San Antonio an- 
nounces that in September and again in 
October its representatives wrote and 
paid for 15 percent more business than 
for the corresponding months in 1930, 

















To Liquidate Negro Company 


Commissioner DuLaney of Arkansas 
has certified the Southwestern Life, 
Negro mutual legal reserve company, to 
the attorney general as insolvent, to be 
liquidated as provided by law. The 
company was organized in 1921. R, E. 
Malone was president; W. E. Watson, 





secretary, and C. C. Neale, treasurer. 














PACIFIC COAST AND MOUNTAIN 











Training Course Completed 





San Francisco Association Conducts 
Unique Experiment—175 Take 
Final Examination 





SAN FRANCISCO, Nov. 19.—More 
than 175 members of the San Francisco 
Life Underwriters Association, who 
qualified through attendance at the ten 
weeks training course conducted by the 
association, took the final written ex- 
amination Nov. 16. This examination 
consisted of 50 “true or false” state- 
ments. A student must receive a grade 
of at least 70 percent in the examination 
and produce at least $30,000 paid busi- 
ness from Sept. 14 to Nov. 19 before 
receiving a certificate of graduation. For 
students who have been in the business 
less than one year, the paid production 
required is $15,000. 

Shapro to Reward Winners 


To the student paying for the largest 
amount of business in each class and 
who receives a grade of at least 90 per- 
cent in the examination, President Ben 
F, Shapro will present a gold mounted 
fountain pen, suitably inscribed. The 
average attendance was better than 200. 
The presentation of such a course by 
a life underwriters’ organization was 
unique and the San Francisco associa- 
tion has been besieged with requests for 
information from other associations. 
Gerald F. McKenna, Penn Mutual Life, 
served as chairman. The speakers were 
outstanding leaders in life underwriting 
in this section, general agents, managers 
and field men. 

C. W. Peterson, manager Phoenix 








Mutual Life in San Francisco, spoke at 


the closing session on life insurance as 
an investment. 


California Fraternal Congress 


At the annual meeting of the Cali- 
fornia Fraternal Congress in San Fran- 
cisco, E. T. Lisle was elected president, 
succeeding Eva Ferguson Battle; Wil- 
liam Hemman, vice-president; S. E. 
Dunkerley, secretary, and H. J. Shaw, 
treasurer. 

George R. Allen, president of the 
National Fraternal Congress, was the 
main speaker. Cyrus K. Drew, editor 
“Western Underwriter,” spoke on 
“Unemployment Relief as Relating to 
Insurance,” and Barrett Coates, consult- 
ing actuary, discussed some of the prob- 
lems of fraternals. 





Montana Ruling on Fees 


Attorney General Foot of Montana 
has held that under the retaliatory pro- 
vision of the Montana law prescribing 
fees for insurers of other states doing 
business in Montana, a California com- 
pany is entitled to a discount because 
the date for payment of the fees in Cali- 
fornia is later than the date fixed m 
Montana. 


S. E. Kirk Gets Prize 


Sherman E. Kirk, district managet 
for the Northwestern National Life at 
Bremerton, Wash., was awarded a cash 
prize of $30 for completing three years 
in the app-a-week club. Mr. Kirk ended 
his 156th week of consistent production 
Nov. 12. 


Win Fight With Twister 


The Life Managers Club of Los An- 
geles at its November meeting discussed 
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the outcome of a case in which a well 
known twister of Los Angeles brought 
suit against a policyholder for a $25 
fee, which the latter had refused to pay. 
The club authorized the expense of an 
attorney to defend the suit. When it 
came to trial judgment was rendered 
for the defendant, including costs. The 





club now plans to take the matter up 


with the insurance commissioner in an 


effort to curb the activities of the 
twister. : 
In connection with the subject of 


twisting President McCurdy appointed 
a committee to prepare a radio talk on 
twisting which is to be broadcast in the 
near future under the auspices of the 
Better Business Bureau of Los Angeles. 








CONVENTIONS | 





| LIFE COMPANY 








Announce Qualification Rules 





Pan-American Convention Attendance 
Based on Premiums Rather Than 


Business Volume 





Qualification rules for the Pan-Amer- 
jean Life’s next agency convention to 
be held at the home office in New Or- 
leans in January, 1933, are based on pre- 
mium production rather than volume of 
business. The convention year runs 
from Oct. 1, 1931 to Dec. 30, 1932. It 
is explained that under the new plan 
there will be eliminated, or at least mini- 
mized, the possibility for high pressure 
business for convention qualifications, 
and it is believed the new basis is equi- 
table and fair to all. The single quali- 
fication will be $3,500 gross first year 
premiums paid for, and double quali- 
fication, $6,000. Double convention 
credit will be given for premiums paid 
for on applications for new business re- 
ceived in the home office the remainder 
of this year. 


John Hancock Western Conference 


Seventy agents of the John Hancock 
Mutual Life attended a western reg- 
jonal district conference in Des Moines 
last week. E. H. Brock, vice-president; 








J. W. Messenger, superintendent of 
agencies, and Timothy Heenan of Chi- 


cago, regional district manager, had | 
charge of the program. 
Representatives were present from | 
Iowa cities and from Omaha, Moline, 


St. Paul and Minneapolis, 


Pentz Heads Honor Club 





Club at the annual meeting in Houston, 
Tex., J. O. Barnett was 


vice-president; W. R. Woolridge and B. 
E. Price, vice-presidents, and J. H. 
Robertson, secretary. The next annual 
meeting probably will be held in Cali- 
fornia, President Wilson announced, 





Wisconsin State Meeting Held 


The Bankers Life of Iowa held a 
Wisconsin state meeting at Stevens 
Point, the three general agents in Wis- 
consin, F. P. Johnson of Milwaukee, W. 
F. Winterble of Madison and E. S. Put- 
nam of Eau Claire being present. There 
came from the home office Superinten- 
dent of Agencies O. B. Jackman and 
Assistant J. A. Sparger. 


Meet at St. Petersburg 


The General Agents Association of the 
Provident Mutual Life will met at St. 
Petersburg, Fla., Feb. 24-March 4. C. 
D. Connell of the New York agency of 
Wells & Connell is president of the as- 
sociation. The association’s executive 
committee will meet Nov. 30-Dec. 1 in 
Philadelphia to formulate plans for the 
convention. Emphasis will be placed 
on getting production from veteran 
agents. 


Holds Prosperity Convention 


The Columbian Mutual Life of Mem- 
phis heid its “Prosperity Convention” 
in its home city, being attended by some 
75 delegates. President L. T. Binford 
was in charge. The agents are very 
enthusiastic over the prospects. 








United Benefit’s First Convention 
The United Benefit Life of Omaha 


| will hold its first home office agency 


R. H. Pentz, Waco, was elected presi- | 
dent of the Amicable Life’s $100,000 | 


convention in that city Feb. 18-20. Dr. 
C. J. Rockwell will give a series of ad- 
dresses on life insurance fundamentals 


named first | the first two days. 








NEWS ABOUT 


LIFE POLICIES 








Policy Literature, Rate ks, etc. 


PRICE, $5.00 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in | 
Supplementing the “Unique Manual- 
Digest” and “Little Gem,”” Published Annually in May and March respectively 














Many Retain 1931 Dividends 


Additional Companies An to Field 
Force Continuance of Last Year’s 
Scale for Present Year 








_Additional companies which are con- 
tinuing their 1931 dividend schedules for 
1932 are: Connecticut General, Lincoln 
Liberty, Nebraska; Agricultural Life, 
Bankers of Nebraska, New England 
Mutual, Old Line of Nebraska, North 
American Life & Casualty, Reliance 
Life, Security Mutual of Nebraska, 
Teachers Insurance & Annuity, Mon- 
arch Life of Massachusetts. 

In advising agents that the Provident 
Mutual’s dividend scale on life and 
endowment policies is to be continued 
for 1932 but that dividends on term in- 
surance will be reduced, Président M. A. 
Linton urges agents to become inter- 
ested in converting term policies to a 
permanent plan. 


Result of Mortality Survey 
Mr. Linton recalled that in August 


—_ the Provident Mutual’s new term 
at€ was announced, he reported a mor- 





tality investigation in connection with 
term policies and policies converted 
from term without medical examina- 
tion. That investigation, he said, 
showed an abnormally high mortality 
which indicated the necessity for an ad- 
justment of term insurance net cost. 
“As a purely mutual company,” he 
declared, “it would not be proper for us 
to continue to pay dividends on term in- 
surance at the expense of our regular 
life and endowment policyholders. Ac- 
cordingly the board of directors made 
an adjustment in term insurance divi- 


dends.” 





Personal Life Income Form 





Midland Mutual Now Issuing Contract 
in $100 Annual Premium Units 
With Certain Period 





A personal life income contract now 


is being issued by the Midland Mutual 
of Columbus, O. 
of $100 annual premium exclusive of any 
disability premium, the minimum policy 
being one-half unit. 
120 months income certain and for life, 


It is issued in units 


The contract gives 





Be a Creative Adbiser 


It’s a waste of time to tell a prospect 
he needs insurance protection. 


He knows that already. 


But it zs the duty of the 
salesman to study a pros- 
pect and then to tel! him 
what kind of life insur- 
ance he should buy. 


A tailor doesn’t try to fit a 
“44” man with a “36” 


suit. 


“Make to Measure” protection is 
what your prospect needs. 
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THE COLUMBIAN NATIONAL LIFE 
INSURANCE COMPANY 


A Massachusetts Company 


Life, Accident and Health Insurance 


Issues Guaranteed Low Cost Policies 
Offers Attractive Agency Connections 


ARTHUR E. CHILDS, President 


For further information, communicate with nearest GENERAL AGENT 
orour AGENCY DEPARTMENT, 77 Franklin St., Boston, Massachusetts 
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In 1931 


Be the outstanding 
life insurance man 
in your community 





OUR SERVICE 
WILL HELP YOU 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 





More Than Two Billion Dollars of Insurance in Force 







































GIRARD LIFE 
INSURANCE COMPANY 


Opposite Independence Hall 
Philadelphia, Pennsylvania 


Has excellent General Agency openings in Ohio and Mich- 
igan under— 


A GENERAL AGENCY CONTRACT WHICH 
MEANS 


Larger first year commissions 
Longer renewals 


AH standard forms of policies (Participating and 
Non-Participating ) 


benefit 
Guaranteed annual reduction in the premium 


Twenty-three years of careful and conservative man- 
agement has made the Girard Life one of the financial 
giants (assets over liabilities) in the life insurance field, 
with the distinction of having the highest possible rating— 
EXCELLENT. We seek General Agents of high character 
and ability, who are willing to devote their entire effort te 
organization and development of a General Agency. 


Write us giving a word picture of yourself and your 
— Your correspondence will be treated as con- 
ential. 












commencing at 50, 55, 60 or 65. An- 
nuitant may elect subsequently to have 
income commence on any anniversary 
date of policy nearest any attained age 
from 50 to 70 years inclusive, provided 
policy is in force five years at maturity 
age elected. 

There is a nonparticipating refund an- 
nuity option under which payments will 
be made at least until they equal the cash 
surrender value at maturity and as long 
thereafter as annuitant lives. There is a 
third option calling for a straight life 
annuity without an income certain 
period. Death benefit applying prior to 
commencement of annuity payments is 
equal to total premiums paid exclud- 
ing disability portion or cash surrender 
value at end of policy year in which 
annuitant dies, whichever is greater. 
There are non-forfeiture values. The 


contract with the one exception cited js 
participating and disability clause can be 
attached. 





Brooklyn National 


The Brooklyn National Life has 
brought out a new retirement income 
policy embodying a number of interest. 
ing features, including a provision for 
paid-up insurance equal to half the face 
of the policy as soon as the retirement 
income payments begin. There are also 
special maturity options and the priyj. 
lege of taking a proportionate income 
beginning as much as ten years before 
the maturity date with a proportionate 
deferred death benefit. Disability waiver 
and income and double indemnity can 
be obtained. Rates at age 35, without 
the last-named features, are $45.92 per 
thousand for retirement at age 60 ang 
$33.96 for retirement at age 65. 
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Executives at Lansing Rally 





Home Office Delegation Attends Meet- 
ing of Michigan Agency of Central 
Life of Illinois 





LANSING, MICH., Nov. 19.—Opera- 
tions of the Central Life of Illinois from 
its new Michigan offices here were 
given enthusiastic impetus at a sales 
meeting attended by 46 members of the 
Michigan agency force and by prac- 
tically the entire executive force from 
the home office in Chicago. W. D 
Byrum, state manager, arranged the 
one-day meeting. 

President Alfred MacArthur explained 

the financial structure of the company. 
He pointed out also that the company 
executives, several of whom have a 
background of agency experience them- 
selves, are peculiarly sympathetic to the 
problems of the man in the field. F. B. 
Bradford, secretary-treasurer, outlined 
the company’s history irom his vantage 
point as one of its veterans. Dr. W 
Mills, medical director, devoted most of 
his remarks to an analysis of the rating 
of sub-standard risks. R. E. Irish, vice- 
president in charge of agency activities, 
dwelt mainly on the drive for juvenile 
business, which has placed a large vol- 
ume of children’s risks on the books 
the past two years. 
Commissioner Charles D. Livingston, 
who was a luncheon speaker, brought 
out the value of state supervision in 
strengthening the business and adding 
to its good reputation. 


Chipman Agency’s Record 


The H. H. Chipman agency of the 
Equitable Life of New York at Colum- 
bus, O., held a Thanksgiving party in 
celebration of the record set up in Oc- 
tober of writing and paying for approxi- 


tober, 1930, by about $600,000. A busj- 
ness session was held in the afternoon 
and a dinner at night at the Columbus 
country club. Several notables in the 
Equitable were present and spoke, in- 
cluding Secretary Alexander and F, D, 
Bayne, supervisor of agencies from the 
home office; H. B. Kelly, regional group 
supervisor, and William Rothaermel, 
superintendent of agencies central de- 
partment. 





Meet with Michigan Agency 


President Thomas Bradshaw and D, 
E. Kilgour, general manager North 
American Life of Canada, were guests 
of the Michigan agency last week. The 
address of welcome was given by D. G. 
Neuber. Mr. Bradshaw called upon the 
agents to put forth consistent effort and 
display integrity of purpose. 

Mr. Kilgour presented the Detroit 
agency with a silver trophy for having 
paid for the most business during the 
summer contest months. He has been 
associated with the North American 
Life for 25 years and he traced its his- 
tory of progress. 





Prepare for Bigger Agency 


Moore & Summers, Boston, home of- 
fice general agents of the New England 
Mutual Life, are preparing to enlarge 
their organization and have the ma- 
chinery geared to train 30 additional 
field men. This general agency is of 
the opinion that now is the time to get 
men ready to sell life insurance and take 
advantage of improved conditions, which 
they predict are on the way. 


Waddell Gets Cup 


The Detroit ‘branch of the Missouri 
State Life, C. E. Waddell, manager, has 
won permanent possession of the presi- 
dent’s cup of the Missouri State Life by 
virtue of a large increase in paid-for 





mately $3,000,000, which exceeded Oc- 


production in the third quarter of 1931. 
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Education to Overcome Evils 





New York Association Holds Fall Meet- 
ing at Utica—Part-time Agents 
Local Problem 


UTICA, N. Y., Nov. 19.—Education 
rather than legislation as a means of 
overcoming evils was urged by Presi- 
dent G. A. Kederich of the New York 
State Association of Life Underwriters 
at its fall meeting here last week. 

That the problem of part time agents 
should be a local matter was the con- 
sensus of those present. It was agreed 
that the problem in localities where part 
time men are being appointed promis- 
cuously can best be solved by working 
through the local managers’ or life 



























underwriters’ association, and in this 


way stressing the better publicity result- 
ing from insurance that is sold well. 
Reports of local associations indicated 
that gratifying progress is being made 
toward the state association’s goal 0 
thorough advance preparations for meet- 
ings, programs, speakers and the like. 
D. Connell, president New York 
City association, and J. S. Myrick, hon- 
orary president state association, spoke 
at the luncheon meeting, which was at- 
tended by members of the Utica associa 
tion. It was decided to hold the spring 
sales congress at Buffalo. 
« * 


Charleston, W. Va.—E. D. Wilson of 
Wheeling, state manager for the Mutual 
Life of New York, entered a plea for 
courage and confidence in the American 





government at a meeting of the Charles- 
ton association. He said the country 
needs foresight, faith and courage to 
overcome its economic difficulties and he 
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cited the loss of faith in several cities 
of northern West Virginia which he de- 
clared was the sole reason for a number 
of bank failures. He condemned wild- 
cat promotion schemes and reckless 
spending. He said no one can progress 
py gambling in the stock market any 
more than can a man playing poker. 
study classes are being held Monday 
evenings in the offices of the Atlantic 
Life, President R. G. Turney of the asso- 
ciation announced. 
oe ¢ # 

Boston—George L. Hunt, vice-presi- 
dent of the New England Life in charge 
of the agency department, spoke before 
the Boston association this week. He 
was formerly general agent of the New 
England Mutual at Hartford. 

Madison, Wis.—The field of life in- 
surance has not been narrowed down 
during this period of economic dissatis- 
faction, Commissioner H. J. Mortensen 
told the Madison association at its meet- 
ing Nov. 13. Depression has been work- 
ing in favor of the life insurance busi- 
ness, he pointed out, and by focusing 
public opinion upon the stability of life 
insurance and the material shrinking of 
all property, while policies remain pay- 
able 100 cents on the dollar, the life in- 
surance companies are in an advantag- 
eous position. 

The depression is also aiding by halt- 
ing the smothering of policies under 
“improper amendments,” such as the dis- 
ability and double indemnity clauses, to 
make them more salable, Mr. Mortensen 
asserted. 

Relationship of the insurance depart- 
ment to the companies and agents is 
“helpful and is not designed to obstruct 
or hamper,’ Mr. Mortensen said. 

* * * 

Grand Rapids, Mich.—An explanation 
of the so-called “Michigan plan” for dis- 
seminating sound knowledge of life in- 
surance by means of courses in the 
schools was afforded the Grand Rapids 
association at its last week's meeting. 
Glenn S. Kies of Lansing prepared a 
proposed textbook on life insurance for 
use in the schools, entitled “Your Finan- 
cial Reserves.” He heads the state asso- 
ciation’s educational committee and has 
been most active in endeavoring to com- 
bat the menace of the dole system with 
systematic instruction in private provi- 
sion for periods of economic stringency 
through use of life insurance facilities. 

*x* * * 

Saginaw, Mich.—The Saginaw associa- 
tion at its November meeting was ad- 
dressed by L. B. Scheurer of the Pacific 
Mutual in Detroit, who emphasized that 
the stability of insurance throughout the 
depression has furnished new arguments 
to life salesmen as to the investment 
value of life coverage. L. D. Johnson 
reported on the national convention. 

The December meeting will be a joint 
session with the Bay City association in 
Bay City. 








ee. 

Santa Rosa, Cal.—Headed by Ben F. 
Shapro, San Francisco general agent for 
the Penn Mutual and president of the 
San Francisco association, a delegation 
of members of the latter journeyed to 
Santa Rosa, Cal., Nov. 18 to meet with 
agents from Napa and Sonoma counties. 
The object of the visit was to aid in the 
formation of either a local organization 
or a chapter of the San Francisco asso- 
ciation. The San Franciscans took with 
them a complete business development 
program and several of the outstanding 
agents of the metropolis made addresses 
on salesmanship and self-development. 





.: = @ 
Pittsburgh—Albert W. Atwood, inter- 
nationally known financial authority, 


author of several books on business and 
finance and for the Past three years one 
of the principal editorial writers of the 
“Saturday Evening Post,” addressed the 
Pittsburgh association No. 19 on “Life 
Insurance in Present Day Conditions.” 

i * * * 

Nebraska—The legislative committee 
of the Nebraska association is soliciting 
Suggestions from life insurance men as 
to what legislation is desired, and will 
lay before the second annual convention 
to be held at Hastings, Nov. 21, a pro- 
gram of proposed action that will be 
one of the big jobs for the association 
during the next legislative session. 
Seven local associations now comprise 
on State group, Beatrice and North 
Platte having recently been received 
into membership. 

. ££ +> 

Terre Haute, Ind.—Elbert Storer, 
President of the National Association of 
Life Underwriters, gave a talk to the 
Terre. Haute Association of Life Under- 
writers Friday. 

Mr. Storer presented the case for life 


insurance as a profitable investment. 
He pointed out that the purchase of 
property, which is what the purchase of 
policies amounts to, is much safer and 
more profitable for the average investor 
when purchased on the insurance plan 
than any other. 

Following his talk, a business meeting 
was held and officers were elected as fol- 
lows: Sam R. Ferguson, president; 
Heber J. Gill, vice-president; William T. 
Orr, executive secretary, and Frank 
Hoermann, treasurer. 

x *x* * 


High Point, N. C.—N. L. Garner has 
been elected president of the High Point 
association; W. P. Anderson, vice-presi- 
dent; C. E. Lanier, secretary-treasurer; 
W. J. Fraley, national committeeman, 
George Elliott, R. E. Ranson, Leslie 
Andrews and D. D. Parsons members of 
the executive committee. Six new mem- 
bers were received. 

= 2 


Buffalo, N. Y.—The Buffalo associa- 
tion will meet Friday evening. A. E. 
N. Gray, assistant secretary of the Pru- 
dential, will give his talk, “Just Like in 
the Movies.” 

se 8 

Texas—R. E. White has been appointed 
secretary of the Texas association by 
Matthew Brown, president. 

*x* * 

Richmond, Va.—Volume of business 
has been excessively emphasized by 
many organizations, Holgar J. Johnson, 
Pittsburgh general agent Penn Mutual, 
declared in a talk to the Richmond as- 
sociation at its November luncheon- 
meeting. Mr. Johnson urged agents to 
make every effort to keep up with the 
trend of the times. 

*x* * * 

Colorado—John <A. Stevenson, vice- 
president Penn Mutual, was the principal 
speaker before the Colorado association 
in Denver Nov. 19 on “Meeting Today’s 
Challenge With Courageous Selling.” 

2 6 

Birmingham, Ala.—A better under- 
standing between the industrial and the 
ordinary agent was promoted by a pro- 
gram dedicated to the industrial agent 
given by the Birmingham association 
Nov. 13. The industrial agent was pic- 
tured as somewhat of a missionary who 
goes in the homes of the poor and the 
uneducated, counseling them in thrift 
and the value of insurance as a protec- 
tor of the home. 

The program was prepared by Roger 
Quincy, and T. J. Huey of the Pruden- 
tial presided. Other speakers were: P. C. 
Kidd, veteran manager National Life & 
Accident; C. C. Monarch, Commonwealth 
Life; T. A. Peak, home office director of 
education and training Commonwealth 
Life; F. A. McDaniel, Life of Virginia, 
and J. T. Ruby, Commonwealth Life. 
Coke S. Wright for the association wel- 
comed the 100 or more industrial agents 
at the meeting and invited them to be- 
come members. 





> 

New Orleans—George H. Harris, Sun 
Life of Canada, spoke at the New Or- 
leans association November dinner meet- 
ing on “Life Insurance, the Challenge of 
Today.” 

x * * 

Dallas—About 25 members of the Ok- 
lahoma City association were guests at 
the Dallas association’s luncheon last 
week. The visiting underwriters fur- 
nished the program with George E. 
Lackey, immediate past president of the 
National association, as key speaker on 
the “New Era in Life Insurance—lInvest- 
ment and Annuities.” 





German Suits Dismissed 
PORTLAND, ORE, Nov. 19.— 
Twenty-two cases brought by residents 
of Germany against the New York Life 
and Guardian Life, involving approxi- 


mately $1,000,000, were dismissed by 
stipulation in federal court here. A. E. 
Clark, representing the companies, 


stated that 10 or 15 similar cases pend- 
ing in the state courts will also be dis- 
missed. 

The dismissals follow a decision of 
the late Federal Judge Bean that juris- 
diction was a matter of discretion with 
the court and that the case before him 
should properly be tried either in New 
York or Germany. This ruling was up- 
held by the circuit court of appeals. 

In addition to the suits in Oregon, in- 
volving approximately 240 policies, 
similar actions in New York are being 
dismissed as a result of Judge Bean’s 








decision, it is stated. 














Thanksgiving 


The American people have to be thankful that 
most of their earners are employed, are secure in their 
occupations, and their families are living in comfort. 
Our savings banks are brimming with the accumula- 


tions of millions who are able to save. 


Life insurance— 


sure index of well-being—of vast aggregate is being taken. 
Cotton, corn, wheat are lifting the dark cloud from their 
Inexhaustible capital is available 
for industry when again the wheels shall turn their full 


respective regions. 


speed of revolutions. 


And this nation has the money and the will to pre- 
vent our unemployed from undergoing extreme hardship 
in the coming months; and its communities are effi- 
ciently acting, not in the sometimes hateful spirit of 
charity, but in that of true fraternity. 


Probably no other civilized country on earth has so 
many causes for Thanksgiving as has the United States. 


THE PENN MuTuat LIFE INSURANCE Co. 
PHILADELPHIA 


WM. A. LAW, President 


Independence Square 


Founded 1847 
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offered 
success. 


Understanding 


all standard forms of participat- 
non-participating insurance con- 
Liberal and profitable contracts 
dependable men who desire 


S. M. Cross, President 


COLUMBIA LIFE 


INSURANCE COMPANY 


Cincinnati, Ohio 
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PRODUCER'S CONTRACT MAKES 
BUSINESS HIGHLY PROFITABLE 


@ The President of our Field Club has been under con- 
tract eight years. His first applicant had two small 
policies with two other companies. He now has four 
American Central Policies for a total of $26,434. His 
old insurance is likewise still in force. 


@ The unusual plan of renewal compensation in Amer- 
ican Central contracts makes service for, and con- 
tact with, old policyholders highly remunerative—to 
say nothing of the excellent initial commissions on 
repeat business which result from this plan. 


@ This contract is offered only to those who are inter- 
ested in personal production—aot General Agents. 
The American Central recruits its organizers from 
the ranks of the salesmen who have been successful 


in its service. 


Territories now under intensive development include 
Illinois, Indiana, Kansas, Michigan, 
Missouri, Ohio, Texas 


CY ame 


American Central Life Insurance Co. 


Established 1899 


Indianapolis 


Herbert M. Woollen, President 


‘Guaranteed Benefits i: 


Guaranteed Low Cost” 




















An UNUSUAL Contract 


will be offered to 


An UNUSUAL Man 


WHO 


—is a producer 


—is, of course, ing 

honest —is seeking oppor- 
—has three years of —tunity 

experience —will WORK 


BUT 


WHO will accept Home Office help in the appointment of new 
Agents under him for whom he will not be responsible pomeany 
and yet on whom he will receive overwriting Commissions as hig 
as $4 per thousand and long time Renewals. 


THE COMPANY—is rated "A" by Best. Its rates for Insurance 


are extremely low 


Age 35 Ordinary Life Net Cost 
irst year per thousand $17.85) 


It writes all latest forms—Partici ane only—including an im- 
ile 


proved Family Income form; also Juven 
Has over $135,000,000 in force. 


TERRITORY—The Company desires especially to develop Indiana, 


Texas. 


Illinois, North Carolina an 


ASSISTANCE—Experienced field men to help the man selected 
to build a real agency in which the Renewals are NON-FOR- 


FEITABLE. 


WE WANT 
AN 
UNUSUAL 
MAN 


UNLESS you have no present connection, or 
you have a real reason for leavin 
present connection and are not at fault your- 
self, we are not interested. Write fully about 
yourself. We will not communicate with 
references until after interview. Write T-74, 
The National Underwriter. 





—needs no financ- —can organize 


—needs no drawing 
account or salary 


—needs no office 
expense 


your 





























NEWS OF THE COMPANIES 











Reserve Was Found Impaired 





Receiver of the National Benefit Life 
of Washington Makes Report on 
Its Condition 





An impairment of $2,828,380 in the 
legal reserve of the National Benefit 
Life, the Negro company of Washing- 
ton, D. C., is reported by D. C. Roper, 
receiver, to the supreme court of the 
District of Columbia. 

Mr. Roper advises that this sum must 
be contributed by stockholders in order 
to perpetuate the company under its 
present form. If this contribution is not 
rnade, Mr. Roper recommends reorgan- 
ization on a mutual basis. He suggests 
inviting present policyholders to come 
into the new company on an equitable 
basis with due credit given to each 
policy transferred at an amount arrived 
at through an equitable dividend form- 
ula. This arrangement, he said, would 
be in the best interests of the present 
policyholders. 

Mr. Roper reports net worth of the 
National Benefit at $2,396,749. Total in- 
surance in force was $60,000,000. The 
Department of Justice, according to Mr. 
Roper, is making an investigation of 
certain transactions of former officers to 
determine if there has been violation of 
the criminal statute. Many policyholders 
have hesitated to pay their premium, 
thus making it difficult to continue the 
business as a going concern. 





Indianapolis Life Showing 





Company Has Shown Splendid Gains 
During the First Ten Months 
of the Year 





November is policyholders’ month of 
the Indianapolis Life. Up to Nov. 1 it 
showed a gain of $4,000,000 insurance in 
force. It now has a total of $108,000,- 
000. It gained $1,700,000 in assets mak- 
ing the total $13,700,000. Death claims 
for the first 10 months were 36 percent. 
The Indianapolis Life shows an average 
of 40 percent mortality for its 26 years. 
Dividends to policyholders this year 
were $388,000 including $16,400 extra 
dividends, this being. the seventh extra. 
It paid $1,113,000 to policyholders and 
beneficiaries during the year up to Nov. 
1. Since organization it has paid in 
death claims $3,083,000. Interesting in 
this connection are the total dividends 
paid policyholders which almost reach 
the death claims, the amount being 
$3,054,000. 


Massey Wilson Reports on 
International Life Status 





Massey Wilson, co-receiver for the 
International Life Insurance Company 
of St. Louis, in an application to Fed- 
eral Judge Davis for allowance of a 
partial fee for his services in the re- 
ceivership reported that stockholders 
should eventually realize more than 
twice the par value of their stock. Mr. 
Wilson was appointed co-receiver Aug. 
22, 1928, to serve with Ben C. Hyde, 
then Missouri superintendent of insur- 
ance. 

He reported that as of June 30 the 
Missouri State Life, which reinsured 
the International, held $45,263,817 of 
International Life assets; that claims 
totaling $492,431 have been settled for 
$350,122, and that the receivers now 
hold bonds and cash totaling $133,377. 
He expressed the belief that the reinsur- 
ance contract with the Missouri State 
Life would produce additional revenue. 
The policyholders of the International 
were fully protected by the reinsurance 





contract with the Missouri State. 





Liberty Takes Over Charter 


New Oklahoma City Company Ha, 
$250,000 Authorized Capital—Stock. 
with-Policy Plan 








The Liberty Life of Oklahoma City, a 
new company, is taking over the charter 
of the Liberty Life of Muskogee, which 
sold its business to the Springfield Life 
The new Liberty Life has $250,009 
authorized capital and plans to write op 
the stipulated premium basis with cop. 
tracts on the “stock-with-policy” plan, 
The president is W. D. Dilbeck, who js 
also president of the National Guaranty 
Life of California, an assessment asso. 
ciation, and president of the Bankers 
Security Life of Arkansas, a stipulated 
premium assessment concern. Mr, Djj- 
beck has been conected with other com. 
panies in the past, having been presi- 
dent of the Bankers Life of Dallas ang 
the Bankers Guaranty Life of Sedalia 
Mo. Other officers of the Liberty Life 
are C. J. Griffin, vice-president, and F. 
E. Young, former assistant Oklahoma 
insurance commissioner, actuary and at- 
torney. 


Knights Life Has Had Very 
Splendid Success This Year 








PITTSBURGH, Nov. 19.—President 
J. H. Reiman of the Knights Life has 
been ordered by his physician to take 
complete relaxation for a number of 
weeks. His condition is not serious but 
of a nervous order resulting from a too 
close application to business. 

Much advantage has accrued to this 
company since occupying its new home, 
the former Snyder mansion on Ridge 
Avenue. Its has ample room for pres- 
ent needs and is fortified for the future 
as the foundation will carry further 
stories. 

It is the intention of the officers never 
to disturb the front part of the building 
which is handsomely decorated and has 
very elaborately carved oak finish. 





Northwestern National Had 
Fine Production in October 





An October production 18 percent 
greater than that of last year was the 
tribute paid by the agency organization 
of Northwestern National Life of Min- 
neapolis to President O. J. Arnold on 
his sixth anniversary as chief executive. 
With but one exception, it was the best 
month of regular agency production 
since July, 1930. It also was the third 
consecutive month that Northwestern 
National's new business production has 
exceeded that of the corresponding 
month of 1930, group and reinsurance 
included. 

Leading the way were H. O. Wilhelm 
& Co. of Omaha, and the R. H. Carter 
agency of Little Rock. The Wilhelm 
agency had the best October production 
in its history, while the Carter agency, 
one of the newest units, wrote nearly 
five times its month’s quota. 


Confer on Kansas Life Merger 


Commissioner Hobbs of Kansas _has 
arranged for a conference with the Mis- 
souri insurance commissioner to discuss 
the proposed merger of the Kansas Life 
of Topeka with the Pyramid Life o 
Kansas City, Mo., and any objections 
that might be made to the contract. | 
The Pyramid Life obtained control ot 
the Kansas Life through the purchase 
of the block of 51 percent of the stock 
held by a group of Indiana financiers. 
J. G. Hoyt, president of the Pyramid, 
has announced that while the speci 
meeting of stockholders called for this 
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the business of the Kansas Life it really 
amounts to a merger of the two com- 


panies. 
Country Life of Chicago Has 
Gain in Business This Year 





General Manager L. A. Williams of 
the Country Life of Chicago announces 
that its gain in business to date this year 
js $8,000,000. It has over $43,000,000 in 
force at the present time. Nearly all its 
business is in the country district. It 
expects to close the year with $11,000,- 
900 increase. General Manager Williams 
feels that as nearly all policies are car- 
ried on the lives of farmers, in spite of 
handicaps in the agricultural sections the 
company has been very successful in 
holding its business. 





President’s Month Success 


The president’s month campaign of 
the Guardian Life in October in honor 
of Carl Heye was highly successful, the 
company reports. A new high mark for 
1931 was established in the number of 
applications written. The volume of 
new business submitted during the cam- 
paign exceeded that of president's 
month last year by 14 percent. The 
quota of eight applications on eight lives 
was reached by 199 agents. This is a 
much larger number of eight applica- 
tions a month producers than in any 
previous month in the Guardian’s his- 
tory. 

A. L. Beck, Buffalo, headed the list 
with 3244 applications. . Brough- 
ton, New York, and L. E. Holland, 
Fargo, tied for second place with 23 
applications each. 

Tampa and the Doremus agency of 
New York tied for first honors among 
the agencies. 


Provident Mutual Campaign 


PHILADELPHIA, Nov. 19.—The 
recent one-week campaign sponsored by 
the general agents’ association of the 
Provident Mutual Life in honor of 
President M. A. Linton was highly suc- 
cessful. In a letter to the field Mr. 
Linton said: 

“The planned week oi hard work ap- 
pears to have given us the largest writ- 
ten business of any week in our his- 
tory. The production was nearly three 
times that of an average week.” 

The company announces an increase 
of $721,396 in paid-for and of $1,366,- 
645 in issued business for October 1931 
over October 1930. In addition, this is 
the first time this year that the issued 
and paid-for figures have shown a gain 
over the average of the corresponding 
peiod of the three years 1927, 1928 and 
1929, the increase being 0.6 percent and 
3.6 percent respectively. : 


Colorado Life’s Figures 


The Colorado Life of Denver, as of 
Oct. 1 shows assets $2,220,364 as com- 
pared with $2,044,244 Jan. 1. Its capital 
is $100,000. The general surplus as of 
Oct. 1 was $240,863 as compared with 
$142,475 Jan. 1. It had insurance in 
force $31,500,000 as compared with $25,- 
000,000 Jan. 1. 


Modern Woodmen Conversions 


LINCOLN, NEBR., Nov. 19.—Modern 
Woodmen officials announce that up to 
Oct. 1, $770,000,000 of old insurance had 
been transferred to the new forms, in- 
cluding additional insurance taken out 
by old members and insurance ex- 
qaneed for + wihtrewel benefits. 

insurance for September was $4,- 
000,000, of which $340,000 represented 
old forms transformed into new ones. 


Plans of Southern General 


MEMPHIS, TENN., Nov. 19.—The 
recently organized Southern General 
rm is busy with plans for an intensive 
_ campaign to begin Jan. 1. It is 
eaded by John B. Vesey as president 








dent and general manager Mr. Heaton 
has been in the life insurance business 
since 1915 as executive organizer and 
underwriter, and has a record of having 
written $1,000,000 a year personally for 
a number of years. Frank C. Aydelotte, 
formerly with the Columbian Mutual, is 
vice-president and agency manager. One 
of the innovations will be a _ special 
woman's department, with women medi- 
cal examiners and woman's sales force. 





Organize General Life 


The General Life is being organized 
in Oklahoma City on the basis of 15 
percent promotional costs. It is pro- 
posed to have $1,000,000 authorized cap- 
ital and surplus, par value of stock to 
be $10 and sold for $20 a share. It will 
be a legal reserve company. The of- 
ficers are: President, S. P. Freeling, 
former Oklahoma attorney-general; 
vice-president, Edward Milligan; secre- 
tary-treasurer, L. H. Normandin; gen- 
eral counsel, Robert Burns; medical di- 
rector, Dr. F. J. Bohlen. These, together 
with L. A. Shaw, Dr. L. H. Becker, A. 
R. Tharp and Dr. J. R Bohannon make 
up the directorate 





Pilot’s Conservation Campaign 


As the result of active participation 
by Pilot Life agents in a campaign 
against lapses, S. E. Miles, conservation 
manager, at the close of October was 
able to report the fact that lapses for 
the first ten months were 20 percent 
less than were those for the first 10 
months of 1930. Now efforts are being 
concentrated upon second year lapses, 
which have now shown a corresponding 
decrease in comparison with other 
lapses. 


Home State on Legal Reserve Basis 


In a recent story announcing the 
Home State Life taking over the South- 
western National Life of Oklahoma 
City, it was stated that both companies 
were on a stipulated premium basis. 
The Southwestern National Life was so 
operated. The Home State Life was 
organized as an old line legal reserve 
company and has always continued as 
such. 








November Grant Month 


The Business Men’s Assurance is 
making a big drive for business in No- 
vember, Grant Month. One of the 
prizes offered is a statuette of President 
Grant by William Rensing, German 
sculptor. The company’s bulletin an- 
nouncing the prizes carries on the front 
cover an etching of Mr. Grant done by 
Bart Leiper, advertising manager of the 
Pilot Life. ; 


Acacia Mutual Life Gains 


Statistical data completed and pre- 
sented to the board of directors of the 
Acacia Mutual Life by William Mont- 
gomery, president, reveals further gains. 

According to the figures, the paid-for 
business was more than $3,250,000. This 
amount is larger than the correspond- 
ing figures for many months of the cur- 
rent year and it is shown to be par- 
ticularly important in that it continues 
the upward trend begun several months 
ago. 





Tax Assessment Set Aside 


The 1927 assessment against $2,473,- 
619 in moneys and credits of the Bank- 
ers Life of Des Moines has just been set 
aside. The case was appealed to the 
district court from the city board of re- 
view. The court held that the company 
had no moneys and credits in 1927 sub- 
ject to taxation. The county auditor was 
enjoined from spreading the assessment 
and the county treasurer from proceed- 
ing to collect it. 





The business of the Dominion Com- 
mercial Travelers Mutual Benefit has 
been transferred to the Confederation 
Life of Toronto. J. F. Garrett, secretary 


of the society, will join the Confedera- 





and Frank Heaton, executive vice-presi- 


tion Life. 
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The Fieldman 
equipped with organized visua! 
presentations of proved selling 
power to satisfy the demands of 
today’s life insurance’ estate 
builders. 


Guardian is 


The $l-a-Week Plan, the Fam- 
the 
Estate Digest, and the Special In- 


ily Income Presentation, 
come Annuity Presentation are 
only a few features of the tan- 
gible cooperation between the 
Guardian Home Office and the 


Field. 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


50 UNION SQUARE -: + NEW YORK CITY 
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Preface 


It was to the purpose of safeguarding finan- 
cial futures that the Mutua] Benefit was 
dedicated over eighty-six years ago. Expe- 
rience gained in over three-quarters of a 
century of judicious investment of funds 
renders it one of the strongest financial in- 
stitutions in the world today. A portfolio 
of the country’s soundest securities backs 
every outstanding policy contract. In view 
of these facts, insuring in the Mutual Bene- 
fit is a fitting preface to financial security. 


The Mutual Benefit Life Insurance Co. 


Newark, N. J. 





--modern life insurance since 1845.. 
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Life of Lincoln, Neb., and will leave | Pacific Coast to confer with district J. S. 
at once to assume his new duties. managers. In an interview at Los Ap. Manag 
Mr. Thompson recently has been em- | geles, he expressed the opinion that q trust 
federal unemployment insurance is jm. Life U 
practicable. “I believe that an unem. membe' 

ployment reserve created by employers asking 
is the most practical plan,” Mr. Lincolp roll for 
said. “The basis for reserves necessary prepare 
under such a plan can be easily be de. “It h 
termined because employers have means those n 
to compute the seasonal trend in their improv 
lines of business. Insurance along any holds 
line, including unemployment can be obtain 

provided only through the establishment ssid. 
THE FORMULA OF SUCCESS of yo gy | based upon actu- “Wil 

arial calculations, xperience in cop. ae 
. . - fices to 
IFE INSURANCE can be explained in plain, everyday language. yer with protracted and general in. and pu 
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opportunity. It writes Annuities and all Standard forms of life insurance. Double unemployment, because they offer 3 h A 
Indemnity Benefits. It has many practices to broaden and expedite service for Field more accurate gauge for establishing the Ar 
Representatives and for Policyholders. adequate reserves.” thorou 
: eran signing 

Those contemplating engaging in life insurance field work as a career of broad . _—_ sig 
service and personal achievement are invited to apply to Joins Reliance Mutual Life ve a 
. Paul S, Nelson, who has been con- a start 
The Mutual Life Insurance Company nected with the Mutual Trust Lie'm J our & 
its life underwriting department for agency’ 
of New York - mene oo two years, has joined the Re- oe 
: } ife of Chi : to take 

34 Nassau Street New York, N. Y. vammen %, queereen aang whiny Lilien tt are 
DAVID _F. HOUSTON GEORGE K. SARGENT ; , - Mutual Trust Life, Mr. Nelson was ia were O 
President Vice-President and ployed in promoting an advertising cam- th ; , - Nelson was in 1 

Manager of Agencies paign for the life insurance interests of | ™° actuarial department of the Illinois aay e 
3 : a insurance department for three years, for the 

= ——"|}/ Arkansas. He was for one year vice- Mr. Nels , \ 

— id , an Poe on ot oe Mr. Nelson has arranged for the es- li. 
president of the Pyramid Life of “\r-| tablishment of branch offices of the Re Equital 
kansas and for seven years was asso-| liance Mutual Life on the north and aC. L 
1 ciated with the Home companies. He | south sides of Chicago, in Maywood and of this 
oO Fe cad Oo & T U N t T Y | was for six years sales promotion man-!in Edwardsville, Ill. you re 
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second of a series of educational lec- 
tures given by the bureau under the au- 
spices of the Life Managers Associaiton 
of New York. The first is an improved 
mental attitude, the second instruction 
in new ways of prospecting, and third 
the devising of methods which will re- 
sult in their working aggressively and 
continuously. He suggested selling them 
the idea of turning in reports every two 
days and once a week and improving 
their sales presentations by getting back 
to first principles. 


ok 


ASKS C. L. U., COURSE SUPPORT 


J. S. Myrick, president of the Life 
Managers’ Association of New York and 
4 trustee of the American College of 
Life Underwriters, has written to all 
members of the managers’ association 
asking to encourage their men to en- 
roll for the special course of study to 
prepare for the C. L. U. examinations. 

“It has been definitely established that 
those men who take the N. Y. U. course 
improve their production and the same 
holds true with those who pass and 
obtain the C. L. U. degree,” Mr. Myrick 
said. 

“Will you please use your good of- 
fices to see that the proper information 
and publicity is given to the men con- 
nected with your agency either at your 
agency meetings or through your 
monthly publications, or both. 

“As president of the New York Man- 
agers’ Association and as a trustee of 
the American College I urge you to 
thoroughly study all the advantages of 
signing up for these courses and hav- 
ing your men do the same thing, later 
taking the necessary examinations. As 
a start I would appreciate very much 
your getting at least one man in your 
agency to enroll for the C. L. U. ex- 
aminations and also to get many more 
to take the courses at N. Y. U. 

“At a meeting held last week there 
were over 150 people present who were 
interested and 30 have already enrolled 
for the study course, which begins Nov. 
11. W. J. Dunsmore, manager of the 
Equitable Life, 120 Broadway, who is 
a C. L. U. man, is acting as chairman 
of this group and any information that 
you require should be taken up with 
him.” 

Mr. Myrick is manager here of the 
Mutual Life of New York. 

ok * 2K 
OPENS NEW YORK OFFICE 

J. J. Gordon, New York City general 
agent of the Home Life of New York, 
is opening a branch office at 55 West 
42nd street with E. P. Herbert and M. 
B. Todes as managers. Both were for- 
merly with the J. C. McNamara agency 
of the Guardian Life of New York. Mr. 
Herbert was vice-president of the 
Leaders Club of the Guardian and a 
member of the last million-dollar round 
table. Mr. Todes has been in the life 
insurance business only since July, 1930, 
but has already made an enviable record. 
He is a graduate of the New York Uni- 
versity life insurance training course. 


JACOBY AGENCY INCORPORATES 


The Harry Jacoby agency of the 
Home Life of New York in New York 
City has been incorporated, with Mr. 
Jacoby as president and L. L. Roth- 
stein as vice-president. Although in the 
life insurance business only since Oct. 
21, the date of his joining the agency, 
Mr. Rothstein has already written $350,- 
000 in new business. 

: 2 2 

DEVELOPING A GENERAL AGENCY 
_,Some general agents consider the 
ideal agency to be less than a dozen men, 
each producing a million dollars a year. 
A prominent general agent here thinks 
differently. 

. “I would rather have 40 men produc- 
ing the same total,” he said. “When 
you develop 10 million-dollar producers 
you are just developing 10 general 
agents for ten other companies. As 
Soon as you get a man above the $200,- 
000 a year mark somebody is trying to 
get him away from you. Companies 
offer him general agencies or agencies 
offer him more flattering terms than you, 





having already made your investment 
in him, can afford to meet. 

“As for picking out new men, I’m 
pretty much soured on the smooth boy 
with the fine connections. He's more 
likely to soldier on the job, even assum- 
ing that he knows how to work hard— 
which is unlikely. The lad whose life 
to date has been mostly an uphill fight 
is a lot more certain to keep plugging 
away. Maybe he'll never set the world 
on fire but he is more apt to be a good 
hard conscientious worker who is will- 
ing to follow instructions. 

“In a great many cases the boy of for- 
eign birth or parentage does better than 
the college graduate not only because 
he is used to working hard for what he 
gets but because he knows that his work 
is carrying him up from the slums to 
the comparative luxury that looks 
mighty inviting to him. It might not 
seem like much to the kid that has been 
brought up in refined surroundings all 
his life so he isn’t going to put on much 
extra steam just to rise above a level he 
has already reached. It seems too much 
like running after a street car after you 
have already caught it.” 

se @ 
DIFFICULT TO GET EVIDENCE 

The traditional aversion of the vic- 
timized policyholder to come out in the 
open and admit he has been hooked is 
a big reason why it is so hard to con- 
vict twisters, but another reason that 
operates strongly is the unwillingness of 
the life underwriter who makes the 
complaint to make written allegations 
under oath. Those of long experience 
in dealing with twisters and their vic- 
tims say that the big disparity between 
what the agent making the protest be- 
lieves or “knows” to be true and what 
he is willing to make an affidavit about 
is so wide that the case frequently falls 
through for that cause alone. 

* * * 
JOINS MeMILLEN AGENCY 


W. L. Rice, insurance trust represen- 
tative of the Empire Trust Company, and 
formerly connected with the Equitable 
Life of New York in Philadelphia, has 
joined the C. L. McMillen agency of 
the Northwestern Mutual Life as agency 
assistant in New York City. Before 
going into life insurance in 1921 he 
was president of the T. B. Rice & Sons 
Company, manufacturers of boxes. Mr. 
Rice’s principal responsibility will be to 
assist G. L. Hill, production manager, 
in getting men of character and ability 
into the agency and getting them into 
production. 


Willett Miller Is Stricken 


W. G. Miller of Miller & Miller, gen- 
eral agents of the Pacific Mutual Life 
in Chicago, was stricken with appendi- 
citis this week. He was taken to a hos- 
pital and his condition became serious 
before an operation was performed. 
Latest reports indicate that he is rally- 
ing. His father, W. A. Miller, is head 
of the agency. 
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NEW taar 1S NEW 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 

regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 


Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 


LIFE INSURANCE 
COMPANY 
A Mutual Legal Reserve Life Insurance Company 


Ten East Pearson Street Ne eve *.° Chicago 















‘ST. LOUIS 


SOPHISTICATED 

ENVIRONMENT 
UNRIVALLED 
CUISINE 


AT THE 
HOTELS 


MAYFAIR 


8th and Se. Charles 


Club-like luxury in the midst of 
business, theatre and shoppin 
districes. Superbly appointe 
rooms. Dining room and coffee 
shop. Garage service. rooms 


LENNOX 


9th aod Washington 
St. Louis’ newest fine hotel and the 


room and coffee shop. 400 rooms 
with tub and shower in every go 
room $3.00 up. 
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Clay Hamlin Is Speaker in 





Association of Life Underwriters this 
week. In addition an overflow crowd, 
diverted to other restaurants in the Ho- 
tel Sherman, filed into the balcony after 
the luncheon. 
The attendance was 50 percent 
greater than at any previous meeting 
of the association. The total member- 
ship is only 781, so that a large num- 
ber of guests were present to hear 
the famous Buffalo man. Mr. Hamlin 
is now general agent of the Mutual 
Benefit at Buffalo but won his fame with 
the rate book. 
President Alexander E, Patterson an- 
nounced that Mr. Hamlin had consented 
to hold a “clinic” at the end of his talk 
and a large proportion of the audience 
stayed to hear his answers to various 
questions. Among the questions were 
how to establish a quota, how to set 
up the first interview on the two-inter- 
view plan, how to develop the faculty 
of consistent work, when and how to 
get a settlement, whether he used the 
trust company’s plans in his solicita- 
tions, etc. 
Among the guests at the luncheor 
were Ralph W. Harter of the Equitable 
Life at Battle Creek, K. K. Jacobs of 
the Northwestern Mutual at Milwaukee 
and Vice-President Malcolm Adam of 
the Penn Mutual. 
Mr. Patterson announced that the as- 
sociation had raised $21,000 of its quota 
= $30,000 for the unemployment relief 
und. 


* * x 
PETILLON HEADS CLUB 
Charles E, Petillon, manager life 


brokerage department W. A. Alexander 


Chicago Before 1,104 Agents 


An attendance of 1,104 greeted Clay 
Hamlin at the luncheon of the Chicago 


& Co., Chicago, was elected president of 
the Life Trust Conference Club there, 
succeeding L. S. Broaddus, general 
agent Central Life of Illinois. Louis 
Auten, Bankers Life of Des Moines, is 
the new vice-president, succeeding F. C. 
Dow of the Aetna, and A. H. Hiatt of 
the Aetna is the new secretary-treasurer, 
succeeding Mr. Petillion who has held 
that position during the last year. Mr. 
Broaddus was appointed program chair- 
man and F, H. Haviland, manager Con- 
necticut General, membership chairman. 
The club is about two years old and 
has done some notable work. 
xk *k * 
POWERS GIVES ESTATE TALK 


H. T. Powers, specialist on estate an- 
alysis, gave an interesting talk on the 
subject before the Chicago chapter of 
C. L. U., President S. A. Cushman pre- 
siding. Committees were appointed. E. 
V. Lothgren, Northwestern Mutual, told 
of the C. L. U. review course starting 
Dec. 1 at Northwestern university. A. 
S. Ingersoll, Mutual Benefit, will be the 
speaker at the December meeting. 

x * * 
REGISTRATION EXTENDED 


Closing date for registration in the 
C. L. U. review course to be given by 
Northwestern University, Evanston, has 
been advanced from Nov. 15 to Nov. 23. 
E. V. Lothgren, Northwestern Mutual, 
of the Chicago chapter of C. L. U. is 
director of the course. 

a 
SHATTUC SHOWS GOOD RESULTS 


T. C. Shattuc, Illinois state manager 
of the Great Southern Life, has put his 
organization into eighth place among 
Great Southern agencies, although his 
agency is only five months old. He has 
been making a heavy drive in down- 
state Illinois with considerable success. 








Greater Optimism 
Now Discernible 


(CONTINUED FROM PAGE 2) 


been pretty well extended in the mar- 
ket, were “burned” and still felt the 
sting. Their finances as a result were 
cramped and they were not filled with 
enthusiasm at the prospect. In addition 
to their own pressing problems they 
had to act as advisers and comforters 
to their agents. While in interviews 
with agents the managers had to stim- 
ulate enthusiasm and confidence, they 
came away from these meetings even 
further depressed by the agents’ stories 
of their tribulations on the street. 

For the first time in two years agents 
and managers are back almost to a nor- 
mal optimistic outlook on their problems 
and are able to meet them without the 
demoralizing handicap of mental inhi- 
bitions. 


Reports on Reinstatement 
Work Are Not Encouraging 


(CONTINUED FROM PAGE 4) 

















you “will 
finda 
wealth of 
suggestions 
in J. B. Sack- 
ett’s A. B. C. 
of Disability 
Insurance. 
125 pages. 
Price $1. 


Order from 
The National 
Underwriter 
175 W. Jack- 
son Bivd., 
Chicago 


Advantage was taken of this in some 
quarters, however, he said, by agents 


that his company does not have a plan, 
for one reason because if insurance is to 
be rewritten with the full commission, 
there is the danger of getting non-select 
lives treated as select lives. 

Any device that avoids payment of 
back premium, he said, suggests to the 
assured that there is a way to fix his 
policy without paying the premium. 


Education Work 
Now Uppermost 


(CONTINUED FROM PAGE 1) 


production of new business. The man 
who has been in the business a shorter 
time is less subject to this sort of thing. 
One suggestion for avoiding some of 
the time wasted on these service calls is 
made by an agency executive who was 
a million-dollar personal producer. 
When he gets a call from an old policy- 
holder in trouble he tells him he is so 
rushed with business that he will have 
to see him after hours at the policyhold- 
er’s home. There, in the bosom of his 
client’s family, he finds it a great deal 
easier to iron out any life insurance diffi- 
culties and frequently additional insur- 
ance is sold. 





rewriting policies before they got no- 
tice from the companies and accordingly 
collected the full first year commission. 
Mr. Russell of the Peoria Life went 
into considerable detail as to the emerg- 
ency rules for rewriting which his com- 
pany has adopted. One of the rules is 
that the assured must make a cash 
payment of at least 25 percent of the 
new annual premium and the equity of 
the old policy may be applied towards 
this cash payment. All of the equity in 
the old policy must be used. 

The requirement of cash is important, 
Mr. Russell declared. It has a good 
effect on the policyholder. Somethine 
for nothing is not appreciated. 

















James F. Little of the Prudential said 





Prudential’s Large Payments 


Weekly premium policyholders of the 
Prudential received more than $48,000,- 
000 between Jan. 1 and Sept. 30. Ordi- 
nary policyholders received more than 
$59,000,000 and holders of intermediate 
monthly premium policies paid the ben- 
eficiaries and policyholders more than 
$7,000,000. In the first nine months the 
Prudential paid on policies less than one 
year in force, 16,090 claims for $7,090,- 
692. At the close of September, the 
Prudential was remitting 2.634 monthly 
income checks to beneficiaries. The to- 
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Six hundred fireproof 
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KANSAS CITY 


An outstanding hocel of the middle-west 
offering every service demanded by the 
most exacting guest. 


Daily Amusements 
Music and Dancing--Plantation Grill 
Famous Trianon Cafe 
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Good Old-Fashioned Reasons Are 
Better Than Psycho-Analysis, Says 
Bodycombe- Calls ‘Twister Parasite 


Likening the twister to a quack doctor 
or a shyster lawyer and branding him a 
parasite, A. Bodycombe, Detroit, general 
agent Home Life of New York, ad- 
dressed a forceful plea for good ethics 
in insurance underwriting to the Life 
Underwriters Association of Detroit at 
its November meeting. ; 

“As in the medical profession, where 
the quack doctor whose ideals are 
warped stoops below the dignity of his 
profession and is ostracised from med- 
ical associations, and in law, where the 
shyster preys upon unfortunate people 
and seeks means to defeat justice and 
is despised by all who know him, so in 
the profession of life underwriting we 
have a few individuals—a very few, for- 
tunately—who are always looking for 
prey instead of prospects. 


Twister Nothing But 
a Plain Racketeer 


“They should be termed parasites. 
They never do anything constructive 
themselves but are always willing to tear 
down or undermine the confidence in 
life insurance integrity that has been so 
patiently established by .ethical men. 
This parasite never has a good word for 
any company but his own, and fre- 
quently he damns his own company, his 
manager and his associates. He 1s utterly 
selfish, grossly unfair, and mean; lack- 
ing in all of the elements of good sports- 
manship. He cares nothing for the ideals 
of life insurance nor for self-accomplish- 
ment, nor for the satisfaction of a job 
well done. He is engrossed in getting 
out of the insurance racket all he can. 
He is nothing but a plain racketeer. 


Inclination to Take 
Advantage of Situation 


“There are very few of these twisters 
at large today, but I am persuaded that 
some of us, who, through the stress of- 
the times, or possible misfortune, are 
inclined to glance somewhat more 
favorably on this practice of twisting 
under the guise of ‘improving the policy- 
holder’s program,’ than heretofore. Well- 
meaning, upright, honest and capable 
life underwriters sometimes, possibly, 
through their zeal and enthusiasm, are 
inclined to take advantage of unusual 
Situations. The best test I know of 
such circumstances is, would you be 
willing to adopt or follow the advice 
you give to policyholders if conditions 
were reversed? 


Be Charitable to 
Other Agent, Company 


“When you come across a prospect 
who is Somewhat disturbed about his 
present insurance program, and particu- 
larly when the insurance is carried in 
other companies, see your manager. He 
will advise vou correctly, or call the 
manager of the company in which your 
Prospect carries his insurance. He will 
lean over backwards in order to help you 
and the insured straighten out the diffi- 
culty. Above all, let us be charitable 
one to the other. There are unusual 
circumstances back of most such cases 
so you cannot judge harshly or rashly. 

be charitable to other insurance com- 


fails to meet its obligations, the state 
commissioner will inform the public and 
will not require our assistance. Every 
word uttered unfavorably against any in- 
surance company affects the institution 
of life insurance—your company and my 
company alike. Can you imagine one of 
our large life insurance companies fail- 
ing? If so, you can also imagine the 
tremendously damaging effect it would 
have on other companies and on the 
country as a whole. It would cause the 


most devastating panic this or any 
other country ever heard of. Let us, 
then, be charitable because all life in- 


surance companies are sound and per- 
form substantially the same service. 


Meet Situation Through 
More Intelligent Effort 


“How shall we meet the situation to- 
day? Simply by expending more in- 
telligent effort than ever before. The 
clients of your competitors are not your 
prospects. Why use up your energy on 
a person who is apparently attached to 
someone else, when there are over two 


States each year; 500,000 children gradu- 
ating from high schools each year; one 
million marriages; approximately 35 mil- 
lion children under 15 years of age who 
are potential prospects; 9 million self- 
supporting women in the United States; 
one and one-half million persons dying 
each year, bringing perhaps 10 million 
people face to face with the sobering 
fact of death? 


Present Some Good, 
Old-Fashioned Reasons 


“To meet present day conditions, let 
us forget some of the new methods of 
selling; low net cost, cash values, and 
estimated dividends. Instead of estate- 
analysing and psycho-analysing the pros- 
pect, let us resort to some of the good, 
old-fashioned and sensible reasons for 
buying life insurance. Most sales are 
lost because the prospect does not fully 
realize all that life insurance can do for 
him. We add to that confusion by dis- 
cussing technical terms and values. Tell 
the story of life insurance in simple and 
clear, yet forceful language with a sin- 
cerity of purpose and enthusiasm. You 
will then come much nearer fulfilling 
your obligation to the life insurance fra- 
ternity and to society at large.” 

Frank L. Klingbeil, newly appointed 
manager of the Prudential ordinary de- 
partment in Detroit, addressed the mem- 
bers on increasing sales through better 





million children born in the United 


organization of effort. 








Suggestions Made by a Winner 
in “Forum” Budget Contest 





Lara P. Good, manager for the Pru- 
dential at San Diego, Cal., was given 
second award—cash prize of $150—in 
the “Forum” magazine budget contest 
which was announced in the August 
number of that magazine. The manu- 
scripts for the first three awards were 
published in the November issue. 

In order to provide a common basis 
on which to work a theoretic family was 
created. The father received a salary of 
$7,500 a year; had a $20,000 paid up in 
full insurance policy; but due to the 
market crash he lost all his savings. 
Readjustment was therefore necessary. 
Each contestant was required to submit 
a budget for this imaginary family on 
this salary and two others, one based 
upon the father’s annual salary being 
increased to $10,000, and the third to fit 
the family when its income was reduced 
to $4,000. 


Mr. 


In his article Mr. Good contends that 
“20 percent of the $7,500 salary should 
be retained for savings and investment 
and that $30,000 ordinary life should be 
added, including $300 per month disabil- 
ity income, with an annual deposit of 
approximately $900. The other $600 in 
savings, after providing a cash savings 
account of $1,000, should be invested in 
a series of single premium life or 20- 
year endowment contracts with annuity 
option to himself and wife at retirement 
age. 


Good’s Contentions 


Further Suggestions Made 


The fact that he has lost everything in 
the recent market crash shows that this 
man is a speculator not qualified to 
make his own investments, so he should 





let the experienced insurance company 





panies. When a life insurance company 


invest his money for him. Also, until 
he has guaranteed the future independ- 
ence of his family and himself he is still 
in the life insurance stage of his invest- 
ment program.” 

On the increase in salary he would 
increase expenditures very little, placing 
most of the $2,500 increase in additional 
single premium contracts, endeavoring 
to create as large a reserve as possible 
during the father’s productive years. On 
the decrease in salary he would rerciuce 
all expenditures to the very minin:um, 
except the investment for $30,000 life 
insurance. 

He sums up his reasons with the 
statement that “steamships don’t throw 
overboard their life boats when the ship 
is sinking; neither should a man dis- 
continue his life insurance while the 
need exists.” 








HOW A 


Millionaire Answers 
**I Can’t Afford It’’ 





Is this an excuse or a reason? 

If it is a reason, then if you will tell 
me all the facts, I may be able to coop- 
erate with you in re-arranging your 
budget to bring your life insurance 
nearer to what you need. 

If it is an excuse, it is a reflection 
upon my ability to show you the value 
life insurance should be to you, and my 
only answer to this is, that you “cannot 
afford to do witheut it."—R. U. Darby, 
Baltimore, Massachusetts Mutual Life. 








Life Insurance Is 
of Real Value to 
Close Corporations 





Life insurance is peculiarly applicable 
to close corporations according to W. 
J. Buerman of Gallagher & Buerman of 
San Francisco, leading producers for 
the California-Western States Life, who 
illustrate their contention by citing a 
case of a San Francisco corporation 
which was liquidated because of the lack 
of available cash to purchase the stock 
ownership of a deceased partner. 

Mr. Buerman points out that in the 


majority of close corporations the in- 
vestment has been made by a person 
who receives his returns in the form 
of salary for his services. The value 
of the stock is there as long as the 
owner lives and works but when he 
dies his stock becomes a_ worthless 


asset of his estate and usually creates 
intense antagonism or embarrassment to 
both the estate and the remaining stock- 
holders. 

“Recently,” said Mr. Buerman, “a 
long established firm in San Francisco 
was forced to liquidate principally be- 
cause of misunderstanding between the 
surviving stockholders and the heirs of 
the deceased stockholder. So much 
time had to be spent in an effort to 
overcome friction that the business of 
the corporation suffered to the extent 
that it was no longer profitable.” 

This feature is little understood among 
small close corporations Mr. Buerman 
contends and offers a wide field for the 
wide awake underwriter. 








Agent, Buyer Baseball Stars 

Two star outfielders of the St. Louis 
Cardinals, one just recently traded to an- 
other team, figured in a big life insur- 
ance deal at Oakland, Cal. Taylor 
Douthit, who was with the Cardinals 
from 1923 to 1931 when he was traded 
to the Cincinnati Reds, signed an agency 
contract with the Oakland branch of 
the Pacific Mutual and as one of his 
first cases closed a large single premium 
annuity on “Chick” Hafey, outfielder of 
the Cardinals. Hafey considers an an- 
nuity the best investment he could make 
of his world series and other earnings. 
He has played in four world series and 
this year led the National league in 
batting average. Douthit is specializing 
on single premium endowments. 


Sales Opportunity in 
Huge Christmas Fund 





It is estimated that $593,000,000 
will be paid through American 
banks to Christmas savings club 
members this year. . Checks total- 
ing $123,000,000 willbe distributed 
in New York, $66,000,000 in Penn- 
sylvania and $48,000,000 in Illinois. 
Much of this money will not be 
spent for Christmas presents so it 
is an excellent time for life insur- 
ance men to get Christmas appli- 
cations while prospects are flush. 
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FINANCIAL PROBLEMS 














Investments Are Discussed 





President Hardin of the Mutual Benefit 
Life Comments on Its Portfolio 
of Securities 





President Hardin of the Mutual Bene- 
fit Life comments on the financial situ- 
ation with regard to the company. On 


Aug. 31 its assets were $580,000,000. 
Of these farm mortgage loans repre- 
sented 27 percent and city loans 13.7 
percent. Its state, county and munici- 
pal bonds were 1.8 percent, railroad 
bonds 17.9 percent, public utility bonds 
8.5 percent, other bonds .8 pencent, 


guaranteed in preferred stocks 1.2 per- 
cent. Small reductions have taken place 
this year with regard to farm mortgages 
and railroad bonds but neither ane sig- 
nificant. 


Diversity of Investments 


President Hardin calls attention to the 
diversity of investments both in type 
and location, stating that is an impor- 
tant element of safety. It has $7,000,- 
000 in United States securities, $10,000,- 
000 in state, county and municipal bonds, 
$100,000,000 in railroad bonds, $48,000,- 
000 in public utility, $10,000,000 in guar- 
anteed and preferred stocks. Its bond 
holdings are 30 percent of the total as- 
sets and railroad bonds 18 percent. On 
Sept. 1 it had mortgage loans of $229,- 
250,000 widely distributed, one-third be- 


ing city and two-thirds farm. Addi- 
tional defaults in mortgage loans are 
likely, pending restoration of better 


business conditions but President Har- 
din says there is no occasion for con- 
cern and declares that the company will 
expenience no substantial principal loss. 

The experience of the Mutual Bene- 
fit in the past has been that in case of 
foreclosed real estate it is ultimately re- 
converted into cash without substantial 
principal loss but with some loss of in- 
terest. Mortgage loans, he said, are 
free from current fluctuation but are 
subject to loss or gain as may result in 
actual experience. As to bonds, he said 
that the result of the company’s sys- 
tem of handling inv estments of this kind 
is that the book value is substantially 
less than the amortized value. 


Productivity of Compound Interest 


President Hardin says that the abil- 
ity of a life company to mature its con- 
tracts is rooteu in the productivity of 
compound interest. The legal rate for 
the Mutual Benefit is 3 percent. The 


trucks are making all the trouble. 
railroads in earlier times were not free 


although they have other troubles. 


reserve safely and sufficiently invested 
is, he said, obvious. His company, he 
said, should and always does keep on 
hand sufficient surplus to protect policy- 
holders abundantly against all forseeable 
contingencies. The purpose of the in- 
vestment program is an uninterrupted 
flow of investment income and not spas- 
modic profit of capital gain and the buy- 
ing and selling of bonds and _ stock. 
Market value after all, President Hardin 
says, is a matter of opinion and of group 
opinion at that. Groups are tremend- 
ously influenced in respect to opinion 
by conditions at the moment. Market 
value theoretically and legally consid- 
ered, he declares, represents the cash 
equivalent of the sale by willing sellers 
to willing buyers. 
No Interest in Speculation 


Life companies as holders of well se- 
lected bonds of long time maturity 
bought for permanent investment and 
not for speculation, he contends, can 
look with indifference on the ups and 
downs of Wall street prices. Their 
yield continues unaffected by deprecia- 
tion or appreciation. Their principal 
will be paid at maturity and the sur- 
pluses provided against contingencies 
are not dangerously affected by any re- 
sulting temporary changes. He does 
not anticipate any different results in 
respect to bond investments now on the 
books than has been the case in the 
past. There will be an occasional de- 
fault but the contingency reserve is am- 
ple to protect the company against se- 
curity fluctuation and will take care of 
any actual depreciation. 


Comment on Railroad Bonds 


Regarding railroad bonds President 
Hardin says that some part of the 
strain of the minute is due to business 
conditions and not all of it to the com- 
petition of other and unregulated forms 
of transportation. If the reduced mar- 
ket values now prevailing were confined 
entirely to railroad securities or if in 
former major business depressions there 
had been no shrinkage in railroad reve- 
nues, he says there would be more 
force in the argument that buses and 
The 


from the effects of economic convulsion. 
They now possess no such immunity 
He 
executives 


said the railroad company 


are facing the future of their proper- 


ties with courage and determination. 
They have accomplished remarkable 


tions and without the aid which will 
come to them when public regulation 
is extended to common carrier motor 
vehicles and the pipe lines. Private auto- 
mobiles, he says, have probably made 
greater inroads on local passenger reve- 
nues than the buses. The increasing 
congestion in city streets and on the 
highways approaching the larger cities 
is having the effect of sending back to 
the railroads their former commuting 
constituency, he stated. The airplane 
as yet does not make a wide appeal to 
the traveling public. 

The loss in freight traffic due to mo- 


tor trucks has been very large, Mr. 
Hardin stated. He thinks that ulti- 
mately the government must regulate 


transportation enterprises of all kinds on 
the same basis as the railroads. 
President Hardin does not think there 
is any occasion for panic on the part 
of investors in high type railroad se- 
curities. It seems to him that the hold- 
ers of underlying railroad securities, not 
because of any present fear of loss to 
themselves but by reason of their in- 
terest in railroad prosperity generally, 
are rightfully concerned in arousing 
public interest in the railroad situation 
and _ in promoting a definite public 
opinion which will hasten the estab- 
lishment of fair competitive conditions. 
The Mutual Benefit, he says, does not 
fear important interruption of interest 
or loss of principal on its railroad bonds. 


Increase in Policy Loans 


Speaking of policy loans, he said on 


Sept. 1 they constituted 24 percent of 
the assets. The percentage has _in- 
creased from 19.7 percent at the end 


of 1928 to 21.6 at the end of 1929 and 
22.9 at the end of 1930. 

President Hardin announces that the 
management has no apprehension that 
any need for the passing of a policy- 
holders’ dividend will arise, but such ac- 
tion would in no way endanger the 
company’s ability to perform its con- 
tracts or occasion default in a single 


promise. A dependable factor of 
safety, he says, is found in the contin- 
gency surplus maintained by the Mu- 


tual Benefit. The compound interest 
factor he emphasizes especially, stating 
that in insurance finance it must cer- 
tainly be persuasive of safe and sane 
management and seems to make other 
support superfluous. 


Quitting Two-Year Form 

The Bankers Life of Iowa announces 
that Jan. 1 it will discontinue the sale 
of the single premium, two-year en- 
dowment policy. “The withdrawal of 
this type of policy is in harmony with 
the action of other leading American 
companies,” the Bankers Life advises 








paramount importance of keeping the 


results under 


manifestly unfair condi- 


its agents. 








My Company 


Because Fidelity is a good com- 


pany to work with, its field men 
instinctively say ‘“‘my company.” 


This reputation has been built by 
more than a half century of fair 
dealing under live-and-let-live con- 
tracts with close Head Office co- 
operation. 


° 





ceedingly ‘successful lead service, It 
operates in thirty-nine states, in- 
cluding New York, on a full ‘level 
net premium basis. It has more 


than _$424,000,000 insurance in 
force, is financially solid and stead- 
Send for booklet ily growing. 
“The Company Back of the Income for Life Family Income 
Contract” Low Rate Lif e 
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Fidelity Offers 


Modern policy forms and an ex- 
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Candles for “Pop” | 





Cc. W. BRANDON 


C. W. Brandon, former president of 
the Columbus Mutual Life, its founder 
and patron saint, will be 73 years old 
A shower of candles is pro. 
posed for him on that day by Columbys 
Therefore from Novy, 1j 
to Dec. 11 the Columbus Mutual pro. 
ducers will shower “Pop” Brandon with 
birthday candles. Brandon month ap- 
plications with candle cards are to be 





Mutual agents. 


founded by Mr. Brandon in 1908. He 
was a great factor in building the com. 
pany and in ) Sons about changes in 


Fenstamaker’s Return Featured 


A dinner was given by representatives 
of the home office agency department of 
the American Medical Life of Spokane 
in honor of the home coming of H. R 
Fenstamaker who has returned to the 
Pacific coast from Los / f 
f } He was formerly 
superintendent of agents for the West- 
Ini Life of Spokane and later 


Life of Iowa with headquarters at Spo- 
He will now manage the produc- 
tion business for the American Medical 
Life with headquarters at Seattle and 
His endeavors will be coordi- 
nated with those of S i 





Klemmer of Spokane. 
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ference. 
To our contributors 


Topics a helpful sales aid. 
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VOL. VI November, 1931 
The Connecticut Mutual 
ConMuTopics, its monthly magazine for salesmen, 


the best of all life, fire and casualty house organs on exhibit at 
the recent Toronto meeting of the Insurance Advertising Con- 


we express 
appreciation for their invaluable assistance in making ConMu- 


THE CONNECTICUT MUTUAL 
LIFE INSURANCE COMPANY 


HARTFORD 
85 Years of Public Service 






























They See, Understand, 
Believe, and Buy! 
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Two Pages from the Visual Sales Book Section on the 
Clean-up Fund and Mortgage Insurance 


The Visual Sales Book for Life under- 
writers is no longer an experiment. 
Here are typical comments from those 
who visualize their sales presentations 
with this modern sales aid. 


“Your Visual Sales Book, used in 
connection with carefully prepared 
programs, has nearly doubled my pro- 
duction.” —E. M. Barber, Equitable 
of N. Y., Gulfport, Miss. 


“Started a new man the first of the 
month with it. He has already closed 
eleven applications in eight days for 
$26,500."—Fred L. Jones, Pacific 
Mutual Life, Oakland, Call. 


“I know it has been the means of 
closing several cases.” —C. D. Deppe, 
Gen. Agt., Register Life, Fort Dodge, 
Ta. 


“It was the means of helping me close 
a $15,000 case last month.’ —Robdert 
L. Hill, Mayfield, Ky. 


What the Visual Sales 
Book Is 


The Visual Sales Book is a complete 
presentation of Life insurance in pic- 
tures, charts, and simple diagrams. 
It is a book to use during the inter- 
view to clarify and emphasize the 
points you bring out in your sales 
presentation. 


It illustrates your sales story. It 
makes the presentation more vivid. 
It holds the prospect's interest. It 
makes the benefits of Life insurance 
tangible because it enables you to 
Present them in visual form. For 
men new in the business, it is a guide, 
giving force and direction to their 
solicitation and aiding them to make 
a clear and logical presentation. 


The book contains 128 pages-of pic- 
tures, Pages are letterhead size (81% 
x 11 inches), are printed on heavy, 
dull coated enameled paper, and logi- 
cally arranged. 


The illustrations are iarge and 
striking. In posing the pictures, the 
greatest care was exercised in order to 
get models who could show by expres- 
sion the exact meaning the picture 
was meant to convey without at the 
same time giving a “posed” effect. 

This book is divided into eight 
sections. Each section is a unit in 
itself and considers one phase of Life 
insurance. Since the binder is loose- 
leaf, they may be taken out and used 
separately. 


What Each Section 
Considers: 


Following are the titles of the Eight 
sections; the contents are indicated by 
the titles: 


A—Life Insurance as Savings 

B—Life Insurance Program 

C—Clean-up and Mortgage Fund 

D—Monthly Income 

E—Education Fund 

F—Retirement Fund 

G—Advantages of Insurance Estate 

H—Today’s Opportunity. Closing 
Arguments. 





The beautiful, genuine leather, loose- 
leaf binder which is used in the 
De Luxe Edition 


VISUAL SELLING IN LIFE INSURANCE IS HERE—And It Works! 
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A Flexible Plan 


The most typical comment from un- 
derwriters when they see this Visual 
Canvassing plan is, “That one picture 
is worth the whole price of the service 
to me.” But they don’t all point to 
the same picture or chart. 

And that’s the beauty of this plan. 
It’s flexible. You don’t discard all 
your proven methods of solicitation. 
You simply illustrate your own sales 
story with pictures, selecting from the 
128 pages the pictures that fit that 
particular prospect. 


Section on Business Insur- 
ance Just Published 


We have just published a Visual Sales 
Portfolio on Business insurance which 
is punched to fit the Visual Sales Book 
binder. 

This section contains 12 pages of 
pictures visualizing the benefits and 
uses of Business insurance. In addi- 
tion, a four-page removable insert is 
provided which contains the verbal 
sales presentations to use with the pic- 
tures. ‘This section may be bought 
separately for 75c, or with-the book 
for 50c extra. 

The book is published in three edi 
tions, De Luxe, Standard and Utility. 
The De Luxe Edition has a genuine 
leather binder and with it are in- 
cluded the file box and guides pic- 
tured above. This file holds the 
various sections of the service when 
not in use. The Standard Edition 
has an imitation leather binder, and 


The Insurance Estate—the GeneralfEstate. The 
prospect sees (left) hands dipping into his estate : 
(right) money in neat bundles ready for delivery. 


= 
the guides and the file box are not 
included with it. The new Utility 
Edition, which has* just been pub- 
lished, has an imitation leather binder, 
and the stock used in printing is light 


weight. 








File Box and Guides which are in- 

cluded with the De Luxe Edition 

The De Luxe Edition sells for 
$15.00, the Standard for $10.00 and 
the Utility for $7.00, single copies. 
Quantity prices are_léss. 


Find Out About This Mod- 
ern Sales sid 

The Visual Sales Book is helping 
other life underwriters increase their 
production. It makes it possible for 
them to appeal to the sense of vision, 
through which 83% of our impres- 
sions are received. Use this coupon 
to secure one on approval. 


The National Underwriter, 175 W. Jackson Blvd., Chicago, Ill. 
Please send me on approval a copy of your VISUAL SALES BOOK 


O DE LUXE EDITION (Genuine Leather Binder, also = ame 00 
filing case and set of filing guides)...... ° 

O STANDARD EDITION (Imitation Leather Binder; does not ™¢10 00 
clude filing case and guides)........... : ° 

UTILITY EDITION (Imitation Leather Binder, lighter weight $7 00 


paper stock. 


No filing case and guide 


(Indicate which Edition is wanted) 


for weiss & Goma OF Bi ccoccenccoccsess 


ee (full amount of order) is enclosed. 


If we keep the book and the other material constituting this service the enclosed 
deposit is payment in full. If we are not entirely satisfied we may return everything 
covered by this order within two weeks after it is received and the entire amount of 


our deposit will be refunded. 


©) Please send me quantity prices (check if desired) 
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November Contests 
Builds Business 
for Peoria Life 

Agents 


To encourage in every Peoria 
Life agent his maximum pro- 
ductive activity is the first ob- 
jective of the Peoria Life’s 
program of Service to Agents. 
This is not attempted by 
means of tricky stunts or arti- 
ficial stimulants, but by sound 
plans that appeal to the eager 
ambitions of every member of 
our Agency Force. 


Last Month, for instance, a 
lively campaign offered an ap- 
propriate prize for every pro- 
ducer, and a special reward for 
records of 20 applications or 

















PEORIA, ILLINOIS 








more during the month. No 
light task, but a gratifying 
number accomplished it. With- 
out the incentive provided by 
the Company, not many would 
have undertaken this profitable 
effort. 


In November, Peoria Life 
agents express the enthusiastic 
loyalty which they feel for 
their own agencies. The spirit 
of contest is in the air these 
autumn days. This month, for 
the tenth successive year, our 
agencies are paired off in a 
series of spirited contests that 
build agency tradition and 
stimulate the activity of Peoria 
Life agents to a degree that is 
sharply reflected in their earnings. 


Next month—every month— 
there is always something 
doing to rouse the interest and 
promote the prosperity of 
Peoria Life agents. 





Peoria Life Insurance Company 










































